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Special Features About Continental Life Policies That Will 
Interest Men and Women Who Demand the Best in Life Insurance 


AGE LIMITS, 8 to 65 years. 
Major surgical operation benefits. 
Combination life-accident-health _ policy. 
Paid-up life option under all endowment policies. 

Loan values at end of first year under most forms. 
Specific sums payable for loss of an arm, leg or eye. 
Endowment option under limited payment life policies. 
Liberal premium waiver and life income total disability clause. 

Five per cent. interest allowed on all trust funds left with Company. 
Double the face of the policy in the event of accidental death. 
Annual Dividends on certain policies issued at non-participating rates. 
Exchangeable Policies and Educational Endowment for children under 8 years. 
General Agents are permitted to submit Mortgage Loan Applications. 


Women 


Women are insurable on any plan except Term at the Regular Life Rate. If total and 
partial disability policies are desired, the rates will be slightly increased. 


Sab-Standard Service 


The Continental Life Insurance Company offers an unexcelled underwriting service for 
sub-standard policies, the rates for which are given in the regular rate book. The Com- 
pany now accepts approximately 95% of all cases submitted. 


Every feature presents a strong sales argument when properly brought 
to the prospect's attention. They are policies designed to meet con- 
ditions as they exist today. If you can sell life insurance, you can sell 


CONTINENTAL LIFE POLICIES. Immediate service and best 


co-operation. Are you interested in a connection? 


Continental Life Insurance Company 
St. Louis, Missouri 
EDMUND P. MELSON, President P. M. HARPER, Vice-President 
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TAX PLAN IS APPROVED 
BY LIFE PRESIDENTS 


Other Important Resolutions 
Adopted at Annual Convention 
in New York 


HAD PLEASING PROGRAM 


Expression as to Legislation by Fish- 
back Was Gratifying—Praise 
Chairman Duffield 


NEW YORK, Dec. 11.—At the con- 
cuding session of its 17th annual con- 
vention, the Association of Life Insur- 
ance Presidents last week adopted a 
series of resolutions. The first, dealing 
with the tax reduction program of Sec- 
retary of the Treasury Mellon and ap- 
proving its measures, read: 

Approve Tax Reduction Program 


“Resolved, That we heartily approve 
the plan for the reduction of taxes pro- 
posed by the secretary of the treasury 
and endorsed by the ‘president, because 
it marks an appreciable reduction in 
governmental expenditures and because 
it will reduce the cost of living of the 
average taxpayer and encourage the in- 
vestment of capital in productive enter- 
prises, 

“Further resolved, that the secretary 
of this association be and hereby is di- 
rected to transmit copies of the fore- 
going resolution to the secretary of the 
United States senate, to the clerk of the 
house of representatives, to the secre- 
tary of the treasury and to the president 
of the United States.” 

With respect to the selection of agents 
. association declared its position 
thus: 

“Resolved, That the action of this as- 
sociation at its 14th annual convention 
telative to the selection and qualifica- 
tons of agents be and the same is 
hereby reaffirmed. Such resolution as 
reaffirmed reads: 

“Resolved, That the highest efficiency 
and maximum of service to policyhe 
fs is possibly only through the cooper- 
ation of thoroughly competent and 
tustworthy agents; and that the respon- 
‘bility for the ascertainment of trust- 
Worthiness and for the development of 
competency should rest upon the com- 
pany by whom the agent is selected and 
‘quipped as its representative before the 
msurance public.” 


Commend Chairman Duffield 


The other resolutions dealt in turn 
with the generous aid lent by the mem- 

stip companies to the association in 
the preparation of statistics; the appre- 
“ation by the organization of the pres- 
sce of the various speakers at the dif- 
Pe sessions, and of the inspiration 
— by the large attendance of 
Mpany representatives and others. A 
Cane vote of thanks was accorded 
aa Duffield, “for the delightful 
sided ignified way in which he had fre- 
venti over the deliberations of this con- 
ation.” Always an event in the his- 


ALLAN WATERS DEAD 





WAS UNION CENTRAL OFFICIAL 


Succumbs After Illness of About Two 
Years—Had Active Career With 
Company 





CINCINNATI, O., Dec. 12.—Allan 
Waters, vice-president and chairman of 
the board of directors of the Union 
Central Life died at Johns Hopkins 
Hospital in Baltimore, Md., Tuesday af- 
ter an illness of about two years, Pres- 
ident John D. Sage of the Union Cen- 
tral went to Baltimore as soon as he 
was notified of the death and returned 
to Cincinnati with the body. Mr. Wat- 
ers had not been in the best of health 
for about 10 years, but it was only 
during the past two years that his con- 
dition was such as to prevent him from 
giving all of his attention to his duties 
with the Union Central. Throughout 














ALLAN WATERS 


his business life Mr. Waters was a 
tireless worker, and he suffered a ner- 
vous breakdown as a result of the great 
amount of energy and vitality which he 
put into his work. 

Mr. Waters understood the problems 
of the soliciting agent thoroughly. For 
many years he was on the firing line 
himself. He began as an agent for the 
Union Central at Watseka, Ill., in 1880. 
Prior to that time he had been a school 
teacher. He continued as a soliciting 
agent for the company at Watseka and 
vicinity until 1893, when he was called 
to Chicago to become assistant superin- 
tendent of the Western department 
which the Union Central at that time 
maintained in Chicago under Colonel 
Eddy. 

Mr. Waters continued to supervise 
the company’s activities at Chicago un- 
til 1896 when he was appointed assist- 
ant to President Pattison. Mr. Pattison 
later became governor of Ohio. In 1906 
Mr. Waters was made superintendent of 
agents of the company, and several years 
ago became vice-president and chairman 
of the board of directors. 

Mr. Waters was known personally 





(CONTINUED ON PAGE 28) 








to a large number of the Union Cen- 





ANNOUNCE DIVIDENDS 





LEADERS GIVE 1924 SCALES 





New York Life, Equitable of N. Y. and 
Mutual Life of N. Y., all 
Show Increases 





New dividend announcements of the 
past week include those of the New 
York Life, Mutual Life of New York 
and the Equitable Life of New York, all 
of which follow very closely the in- 
creases of 15 to 25 percent which have 
been noticed in the recent announce- 
ments of life companies. The announce- 
ments of these three New York leaders 
bears conclusive evidence of the trend 
of the dividend schedule. The divi- 
dends to be paid in 1924 will very gen- 
erally be 15 percent larger than those 
paid out during 1923. It is of particu- 
lar interest to the agency forces in the 
field that the announcements of the 
three big New York companies have 
been made public at the same time. .The 
complete dividend schedules for 1924 of 
these three companies are given in the 
policy section of THe Nationa UNDER- 
WRITER this week. 


New York Life’s Increase 


The New York Life has made a not- 
able increase in its dividend schedule, 
the new returns showing an increase of 
from 20 to 30 percent over the present 
year’s schedule, depending upon the 
policy form and the age of the policy. 
The average is in the neighborhood of 
27 percent. The increase, added to the 
extra five year dividends which the 
company grants, shows a new low net 
cost for the company. At age 35 on 
ordinary life the second year dividend 
is $5.92, the fifth year dividend is $9.27, 
the tenth year is $17.36 and the fifteenth 
year is $21.34. 

The Equitable Life of New York has 
announced an increase which ranges 
from 15 to 20 percent, showing a new 
low net cost for this company. The 
Equitable issues a special fifth year divi- 
dend and the increase now shows the 
total fifth year dividend on ordinary at 
age 35 as $13.87. The second year divi- 
dend of the Equitable at age 35 on 
ordinary life is $7.80. 

The Mutual Life of New York has 
also announced its new dividend sched- 
ule, showing an average increase of 15 
percent. The Mutual Life’s new divi- 
dend on ordinary life at age 35 is $6.11 
for the first year and $6.87 for the sec- 
ond year. 

The John Hancock Mutual Life has 
also announced its new dividend scale, 
showing an increase of from 10 to 20 
percent throughout the schedule. 


The Connecticut Mutual has an- 
nounced a dividend increase of nine 
percent. 


The Aetna Life has reduced premi- 
ums on participating business as well as 
increasing the dividends for present 
policyholders. 








tral’s agents. He always exhibited a 
sympathetic understanding of their 
problems. “He was frequently sought 
for advice and counsel by many mem- 
bers of the Union Central family. Mr. 
Waters, through the work that he did, 
contributed importantly to the. success 
of the Union Central. 





LIFE COUNSEL ADOPT 
RULES ON SETTLEMENT 


To Recommend Use By All Life 
Companies for Future 
Underwriting 


SEEK STANDARDIZATION 


Counsel Also Suggest Sending All 
Convention Papers to Judges 
for Their Study 


NEW YORK, Dec, 11.—At the final 
meeting of the Association of Life In- 
surance Counsel, held in this city last 
week, the committee on “Modes of Set- 
tlement” made some recommendations 
as to the limits beyond which modes of 
settlement should not be carried. It is 
evidently an attempt at standardization 
on the part of the leading life insurance 
companies on this important point of 
the modern life insurance contract. 
More and more the life insurance agent 
of to-day is devoting his attention to 
the manner in which the proceeds of the 
policy shall be paid and is therefore of 
interest to see what limitations the men 
in charge of the legal departments of 
the life insurance companies wish to 
place on this important end of the 
business. Frederick L, Allen, general 
counsel, Mutual Life of New York, was 
chairman of this committee. 


Settlement Limit Suggested 


The following are the principles rec- 
ommended by the association: 


I, Principal at Interest (Mode of Settile- 
ment No. 1) 


Retention at interest should not con- 
tinue beyond primary and secondary 
beneficiaries except in the case of indi- 
vidual beneficiaries designated by name 
and in such case, the interest payments 
after those made to the secondary bene- 
ficiary should not extend beyond 30 years 
from the death of the insured, 

Hither or both the primary and second- 
ary beneficiary may be individual or 
consist of children, parents or brothers 
and sisters named or designated as a 
class in being at death of the insured, 
and provision may be made for adding 
the interest of a deceased member of a 
class to that of the survivors, but the 
interest payments to such secondary 
beneficiaries represented by a class 
should not extend beyond 30 years from 
the death of the insured. 

If the primary beneficiary is a child of 
the insured, the secondary beneficiaries 
may be children of such primary bene- 
ficiary and need not be in being at the 
death of the insured, in which case in- 
terest payments may continue until such 
children respectively attain age 21 even 
though beyond 30 years from the death 
of the insured. 

Where there is a secondary beneficiary 
to receive interest, there may be two 
alternate beneficiaries to receive the 
principal, one of whom may consist of 
one of the following classes: Children, 
parents, brothers and sisters, or the sur- 
vivors thereof. 

Where there is a primary beneficiary 
only to receive interest there may be 
four alternate beneficiaries to receive the 
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principal, two of whom may consist of 
any of the classes stated. 


II, Settlement by Instalments for a 
Period Certain (Mode of Settlement 
No, 2) 


Not over 50 years’ instalments to be 
payable. 

Four successive lives may receive in- 
stalments if in being at death of the 
insured; e.g., each instalment may be 
payable to A if living on the due date 
of the instalment; otherwise to B if 
living on the due date of the instalment; 
otherwise to C if living on the due date 
of the instalment; otherwise to D if 
living on the due date of the instalment; 
otherwise the commuted value of any 
unpaid instalments to some designated 
person, or estate, or to children, parents 
or brothers and sisters as a class. 

If the successive instalment benefi- 
ciaries are less than four, the possible 
alternate beneficiaries of the commuted 
value may be increased correspondingly, 
it being the intent to provide not more 
than five successive persons to receive 
the proceeds. 

If the numbers of years’ instalments 
is not over thirty, any two of the first 
three beneficiaries may consist of one 
of the following classes: Children, par- 
ents, brothers and sisters, or the sur- 
vivors thereof. 


Ill. Life Income With Any Number of 
Years’ Payment Certain (Mode of 
Settlement No, 3) 


In case of the death of the primary 
beneficiary, before receiving all the 
guaranteed instalments, the remaining 
instalments certain may be paid to a 
first, second or third contingent benefi- 
ciary if living on the due date. The 
first or second contingent beneficiary, 
or both, may consist of one of the fol- 
lowing classes: Children, parents, 
brothers and sisters, or the survivors 
thereof. 

After the death of the last instalment 
beneficiary the commuted value of any 
unpaid instalment's may be paid to some 
designated person or estate or to chil- 
dren, parents, or brothers and sisters as 
a class. 

If the successive instalment benefi- 
ciaries are less than four, the possible 
alternate benefjciaries of the commuted 
value may be increased correspondingly, 
it being the intent to provide not more 
than five successive persons to receive 
the proceeds. 


General 


Settlement by either No. II or No. III 
may follow No. I when the instalments 
under No. II or No. III begin not later 
than the end of the first life or the 
attaining of a specific age by the 
first contingent beneficiary who is to 
receive the instalments. If No. II or 
No, III begin not later than the end 
of the first life there may be three 
contingent beneficiaries to receive the 
instalments. If No. II or No. III be- 
gin on the attaining of a_ée specified 
age by the first contingent beneficiary, 
there may be a second and third contin- 
gent beneficiary to receive the instal- 
ments. 

The proceeds of a policy may be di- 
vided and the shares treated separately 
under I, II or III. 

The term “children” as used in 
report means “descendants in the 
degree only. The term “children” 
refer to children of the insured or 
child of the insured. 


Restrictions 


No mode of settlement should be en- 
tered into under which the company 
would be required to exercise discre- 
tionary powers or be obliged to see that 
the proceeds of the policies were applied 
to any particular purpose. There should 
be certainty with respect to the amount 
payable, the time of payment and the 
persons to whom payment is to be made. 
If interest is to be paid a minimum rate 
should be named in order to prevent dis- 
putes and questions of accounting. Sim- 
plicity and brevity should be urged and 
no mode of settlement’ adopted, the 
carrying out of which in the future is 
likely to embarrass or cause undue diffi- 
culty to the company. 


General Scope 


There should be a strict compliance 
with laws imposing restraints upon 
alienation, as in New York state, and 
avoidance of any violation of statute or 
rule against perpetuities in states where 
the latter statute or rule exists, when 
deemed applicable by counsel. 


There was some discussion of the 
report of the committee, but in the end 
it was adopted as read. It was brought 
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FORMING NEW COMPANY 


ORGANIZING MARITIME LIFE 





J. T. Wilson of Halifax, N. S., Heads 
New $1,000,000 Life Company Which 
Will Be Ready Jan. 1. 


The Maritime Life Assurance Com- 
pany, with an authorized capital of $1,- 
000,000, is being organized at Halifax, 
N. S., its stock sale being opened last 
week. J. T. Wilson of Halifax, for- 
merly Nova Scotia manager for the 
Canada Life and a former president of 
the Life Underwriters Association of 
Canada, is president of the company. 
An advertising campaign is now under 
way for sale of the stock, par value of 
which is $100 and subscription price 
$125. It is reported that the company 
has already secured sufficient capital to 
authorize the commencement of busi- 
ness in Canada and Bermuda as of 
Jan. 1. The company is planning to en- 
ter Massachusetts in the near future. 











out that this report does not affect trust 
agreements. It only affects such agree- 
ments as to modes of settlement as are 
made in the actual policy contract and 
leaves the companies which are in a po- 
sition to enter into trust agreements 
with their clients to draw these up as 
they see fit. It is of course understood 
that the Association of Life Insurance 
Counsel could in no way bind the com- 
panies that its members represent by 
this action but it is said that the advice 
of each counsel to his company will be 
to file these recommendations. The 
limits on a basis of instalments were 
more or less arbitrary figures. For in- 
stance, in the first recommendation re- 
garding holding the principal of the 
policy at interest, it is agreed that the 
interest payments to a secondary bene- 
ficiary represented by a class should not 
extend beyond 30 years from the death 
of the insured. It was felt that some 
limit should be put upon the time that 
the company should hold the proceeds 
of its life insurance policy and 30 years 
was agreed upon as about the limit that 
the company should fix. 


Consider Sending Papers to Judges 


It was suggested that the papers read 
at the meeting be furnished to the state 
supreme courts throughout the land. 
This suggestion was made by Chandler 
Bullock, who said that the members of 
the Life Insurance Counsel are better 
qualified than any other to render opin- 
ions on life insurance subjects. He said 
that the men they were most anxious 
te reach were the judges of the supreme 
courts. He said the judges ought to 
know about the Association of Life 
Counsel. Having thus become ac- 
quainted with this association through 
the receipt of these papers on life insur- 
ance legal subjects, it will be his nat- 
ural reaction when he gets an insurance 
case to refer first to the reports of the 
proceedings of the Life Insurance Coun- 
sel before he goes to his regular sources. 
These properly prepared papers on life 
insurance legal topics with their cita- 
tions of authorities will be a big help to 
the judges and will make the work of 
the Life Insurance Counsel more effec- 
tive. 

It was decided to refer this matter 
te the executive committee. This mo- 
tion was made in view of the fact that 
an increase in dues is being considered, 
which would be necessary in case this 
plan was to be carried out. 

Thomas W. Blackburn, secretary and 
counsel of the American Life Conven- 
tion, said that the idea was an excellent 
one and that the legal section of the 
American Life Convention would ‘follow 
it out in the future. Z 

J. B. Reynolds, president of the Kan- 
sas City Life and also president of the 
American Life Convention, was present 
and when called upon brought greetings 
to the association from the American 
Life Convention. 


LITTLE DONE FOR LIFE 


INTERESTED IN OTHER LINES 





Insurance Commissioners Convention 
Gave Almost All Its Time to Casu- 
alty and Fire Problems 


NEW YORK, Dec, 7.—The National 
Convention of Insurance Commission- 
ers took very little action relative to life 
insurance at the mid-year meeting. The 
main subjects discussed related to cas- 
ualty and fire insurance. There was 
considerable discussion over the fees 
paid for examining companies. The 
convention decided to limit to $25 a day 
the charge plus expenses which any de- 
partment examiner might levy against a 
company for examination work. Some 
departments have been charging high 
rates for examinations. Commissioners 
McMurray of Indiana and Fishback of 
Washington were especially bitter in 
reference to the gouging process- Mr. 
McMurray stated that some companies 
in his state had been charged anywhere 
from $35 to $60 a day by examiners who 
had no real conception of their work. 

In addition to representatives of the 
insurance departments of the country, 
fire insurance company officials, general 
and local agents there were a number 
of life insurance company executives on 
hand to “listen in” at the convention 
proceedings. Aside, however, from a 
brief discussion of the gain and loss 
blank, required of the life companies in 
the presentation of their annual figures, 
no action directly affecting life insur- 
ance interests was considered, the pre- 
vailing opinion of the supervising offi- 
cials being that the life business is well 
stabilized and in no need of further reg- 
ulating. 

Plans for Seattle Convention 


Although an even-tempered and peace- 
loving individual, Commissioner H. O. 
Fishback of Washington is undeniably 
wide-awake and a quick thinker. It was 
known that certain influential members 
of the convention desired that the 1924 
gathering of the organization be held at 
Los Angeles, while Mr. Fishback was de- 
termined that the honor be secured for 
his home city of Seattle. Before the 
opponents of the plan realized the situ- 
ation the Washington commissioner had 
secured sufficient pledges to carry his 
point. The meeting will be held during 
the week beginning July 27, or two days 
after the National Association of Life 
Underwriters will have concluded its 
annual convention at Los Angeles, thus 
allowing sufficient time for commission- 
ers, underwriters and newspaper men 
desiring to attend both gatherings to 
do so. 


Plans for the Convention 


The commissioners’ convention will 
open its proceedings promptly on Mon- 
day morning to give opportunity for its 
proper dispatch during the week and at 
the same time permit the delegates to 
take the advantage of the entertainment 
program provided for them, which latter 
includes a visit to Rainier Park, a sail 
on Puget Sound, and various automo- 
bile rides, 


Former Commissioners Present 


As in former years, the convention was 
attended by a considerable number of 
ex-commissioners, as well as those in 
active service, notable among the former 
being: A. I. Vorys of Ohio; Jesse S, Phil- 


lips of New York; T. B. Donaldson, 
Pennsylvania; Col. J. R. Young, North 
Carolina; C. W. Hobbs, Massachusetts; 


Arthur C. Savage, Iowa; Elmer H. Dearth, 
Minnesota; Jos. G. Brown, Vermont; 
W. H. Hotchkiss, New York; J. F. Ramey, 
Kentucky, and J. V. Barry of Michigan. 
The great majority of the foregoing, to- 
gether with a number of other ex-com- 
missioners not in attendance at the gath- 
ering, are now actively identified with 
the business they formerly supervised, 
their official relation to underwriting 
having inspired them with an interest 
in the business that induced a more in- 
timate connection with it, 


Metropolitan Life Dinner 


A regular feature of the commission- 
ers’ meetings in the metropolis is the 








dinner given by the Metropolitan Life, 
and at which Haley Fiske, president of 
the company, presides. The affair this 
year was held on the evening of Dec. 5, 
and was very largely attended. There 
Was no speech making of any kind, 
which heightened rather than detracted 
from the pleasure of the evening. 


May Not Have Spring Meeting 


Whether a meeting of the convention 
will be held next spring or not will be 
determined by the executive committee, 
which will be governed in its conclusion 
by the amount and importance of the 
business that requires attention. Should 
it be decided to meet in advance of the 
annual convention the spring gathering 
will be held in North Carolina, either at 
Asheville or Pinehurst. This was at the 
suggestion of Commissioner Stacy Wade 
of North Carolina, who is justly proud of 
the scenery, climatic conditions and 
other attractions, natural and artificial, 
offered by his commonwealth and is 
anxious that these be appreciated by the 
commissioners generally. 


Met President Coolidge 


To such of the commissioners and ex- 
commissioners as planned returning to 
their homes by way of Washington, 
Superintendent Burt Miller, of the Dis- 
trict of Columbia, arranged for their 
presentation to President Coolidge at the 
White House Saturday morning. The 
presentations to the President were 
made by William Montomery, president 
of the Acacia Mutual Life of Washing- 
ton. 

Want Stoddard Retained 

The suggestion, humorously offered by 
Commissioner Button of Virginia, that 
the spring and the annual gathering of 
the convention be combined and the 
meeting held at Seattle in June, instead 
of in July, as arranged for the yearly 
conference, so that Superintendent Stod- 
dard might be privileged to attend in his 
official capacity prior to his retirement 
from office on July 1, failed of support, 
though all of the commissioners were 
euger to have Mr. Stoddard with them. 
As President Fishback expressed it, he 
earnestly hoped that Governor Smith of 
New York would see his way clear to 
retain Superintendent Stoddard in his 
present office for at least another term. 

A reception to the visiting commis- 
sioners was tendered by Superintendent 
Stoddard of New York, at his home in 
this city, Wednesday afternoon, Mrs. 
Stoddard being assisted in receiving by 
Mrs, Joseph Button of Richmond, Va. 


SUGGESTS UNIFORM TAX LAWS 


G. B. Young of National of Vermont 
Tells Life Presidents Some Such 
Program Is Needed 


NEW YORK, Dec. 10.—The advan- 
tage that would accrue to the life insur- 
ance business through adoption of 
uniform system of state taxation was 
explained by George B. Young, general 
counsel of the National Life of Ver- 
mont, addressing the annual convention 
of the Association of Life Insurance 
Presidents in this city last week. Mr. 
Young said that the present require- 
ment of the states are so diversified 
that strict compliance with all is a diff- 
cult task. He said that a premium tax 
levied on the same basis in all states 
would greatly simplify the administra- 
tion of the law by both companies and 
taxing authorities and its operation 
would be fairer and more just. Mr. 
Young suggested that the Association 
ot Life Insurance Presidents and the 
American Life Convention agree upon 
a proper basis for state taxation of lile 
companies and secure the approval af 
cooperation of the insurance comms 
sioners, then undertaking an aggressive 
campaign to accomplish the adoption 0 
this new system in each state. By this 
means, it would be but a short time 
until the necessary modifications of ¢ 
isting statutes would be accomplishes 
if the companies undertook a definite 
campaign on an agreed plan. He said 
that uniformity in the taxing syste™. 
though a Utopian desire, would ol 
great benefit to the business. 





The Columbia Life of Nebraska + 


moved its home office headquarter pa 
Omaha from the Iron building to the ® 
Dodge building. . 
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AGENCY MANAGERS ARE 
CALLED THE “KEY MEN” 


Vice-President J. V. E. Westfall of 
Equitable Addresses Life 
Presidents 


EMPHASIZES ‘SELECTION 


That, Together With Training and Su- 
pervision, Constitute Chief Func- 
tions of Managers 


NEW YORK, Dec. 10.—The agency 
manager was characterized as the “key 
man” in the organization of the life in- 
surance business in the speech delivered 
by J. V. E. Westfall, vice-president of 
the Equitable Life of New York, be- 
fore the annual convention of the As- 





J. Vv. E. WESTFALL 
Vice-President Equitable Life 


sociation of Life Insurance Presidents 
in this city last week. Mr. Westfall 
said that the agency manager is the 
buffer man of the institution and un- 
questionably is the pivot man in a suc- 
cessiul organization. He said that his 
position is exactly that of the keystone 
of the arch, On the one side, the com- 
pany must depend on him for the suc- 
Sess of the business in a given territory 
and on the other the agent must depend 
on him for personal success in selling. 
Mr. Westfall thus urged home offices 
fo concentrate their attention on the 
development of agency managers of the 
highest type, in order to build the 
egency forces to that state of efficiency 
Which is always desired. 


Three Principal Functions 


The three principal functions of the 
agency manager were outlined by Mr. 
Westfall as selection, training and super- 
vision of salesmen, He said that the 
agency manager’s work is in itself, of 
course, highly specialized work, requir- 
ing a knowledge of the statistical side 
ot life insurance, skill in organization 
and capacity for leadership. In addition, 
Owever, the agency manager must bea 
student of human nature and thus base 
his local organization on the three func- 
tons. Mr. Westfall said that it is now 
Senerally recognized that the day has 
Passed when companies can afford to 
issue contracts wholesale to all pros- 
rettive salesmen who apply, assuming 
at no matter what the qualifications 
th representations of the agent may be, 
the client will get what he pays for. 
€ pointed out that, although a record 
(CONTINUED ON PAGE 28) 





STATE INSURANCE MOVE |HYDE RECALLS N 


MAY BE ISSUE IN NEBRASKA 


Present Proposal for Life Insurance 
Fund Arouses Insurance Men 
of All Classes 


LINCOLN, NEB., Dec. 11.—State 
life insurance is to be injected into the 
election next year in Nebraska, accord- 
ing to William H. Green, former news- 
paper editor of Creighton, now secre- 
tary of the Progressive party committee 
in this state and vice-president of one 
of the several farm-labor national or- 
ganizations. Mr. Green told reporters 
there was no reason why the people of 
the state generally should not have an 
opportunity to buy their insurance at 
cost, and save the large overhead neces- 
sary in maintaining a large corps of 
field men and office supervisors. He 
proposed to make it a voluntary matter, 
on the same basis as state hail insur- 
ance is now conducted, with the taxpay- 
eis guaranteeing nothing or making 
good any deficits. 

Undecided As to Form 


Mr. Green said that he was undecided 
whether to submit the matter to the 
people in the form of an amendment to 
the constitution, which would make 
state insurance a more nearly perma- 
nent institution, or in the form of a 
statute, which would the more readily 
lend itself to amendments as experience 
and practice dictate. In either case a 
large initiative petition representing a 
considerable number of counties in the 
state will be necessary. Mr. Green 
thinks that getting the necessary signa- 
tures will be neither difficult nor expen- 
sive. It is proposed to use the member- 
ship rolls of the Progressive party and 
the Nonpartisan League, which are still 
available, for the work. Mr. Green said 
this represented an idea of his own, but 
that Progressives were committed to 
this form of handling such propositions. 
He is soon to resign as secretary of the 
state Progressive committee, and devote 
his time to the work of the national or- 
ganization. 

May Require Educational Campaign 


Nebraska life insurance men decline 
to discuss the proposition until Mr. 
Green can become more definite in his 
ideas as to what form of life indemnity 
he wants the state to engage in, and 
how far he proposes to commit the 
commonwealth to the notion. They are 
of the opinion that if this issue is pre- 


cipitated at the next election it will be. 


difficult to focus public attention on its 
fallacies and the danger of committing 
the state to that form of socialistic en- 
terprise, because the people will be ex- 
cited over choosing a president, unless 
a compact and workable organization of 
insurance men is effected. 

Life men think that the danger of 
starting this experiment in Nebraska, 
while not particularly menacing to their 
business, will result in insurance men 
all. lines of activities joining hands 
with the organization now being 
formed for the purpose of better edu- 
cating the public as to the insurance 
business. If the radicals once get 
enthused over plunging the state into 
one kind of insurance they are likely 
to want the state to take on other 
forms of indemnity. This menace, it is 
believed, will solidify the insurance in- 
terests, but the use of the initiative will 
make the task harder, because it will 
then be a job of convincing a majority 
of the people rather than of two houses 
of the state legislature. 


Report on Western Life 


The Iowa department has examined 
the Western Life of Des Moines as of 
Oct. 1. Its assets are $1,541,662; capi- 
tal $200,000; net surplus $26,317; insur- 
ance in force $17,898,119. The company 
has $1,013,000 participating insurance 
in force which it wrote prior to Janu- 
ary, 1916. 





OTICE 
NEW MASSACHUSETTS MOVE 


Letter to Agents Regarding Revocation 
of Licenses Withdrawn as 
Court Directed 


Ben C. Hyde, superintendent of insur- 
ance for Missouri, is drawing in his 
horns. To Circuit Judge David Harris 
of Fulton, Mo., goes the honor of bring- 
ing “religion” to Mr. Hyde. He was 
called in to pinch-hit for Circuit Judge 
Westhues at Jefferson City (the regular 
judge having been disqualified by Hyde 
and his attorneys) in the petition of the 
Massachusetts life and fire insurance 
companies for a mandatory injunction 
to compel Hyde to withdraw letters he 
had sent out announcing that he would 
not renew their present licenses when 
they expire. Judge Harris tersely but 
pointedly told Mr. Hyde that the Mis- 
souri insurance statutes had not been 
entirely suspended as yet. He also told 
Mr. Hyde that he would have to get 
busy and recall those letters. He 
granted a temporary mandatory injunc- 
tion and made it returnable on March 1, 
it being in effect a permanent court 
order, as all of the licenses must be re- 
newed by March 1. 


Court Dictates Letter 


The court further dictated to Mr. 
Hyde the kind of a letter that should go 
forth from the Missouri insurance de- 
partment to the 25 Massachusetts 
insurance companies operating in Mis- 
souri and to their general and sub- 
agents throughout the state. 

As a result the Missouri department 
has issued a rather short letter that con- 
formed to Judge Harris’ ideas on the 
question. It went to the home offices of 
the companies, the general agents in St. 
Louis and other agents throughout the 
state. It apparently ends all further 
activity of Mr. Hyde along that particu- 


lar line. The two-paragraph letter sent 
over Superintendent Hyde's signature 
read: 


“I hereby revoke and recall the notice 
dated Nov. 2, 1923, to the Insur- 
ance Company and the notice to you 
(name of agent) dated Nov. 7, 1923, in 
which I notified company and yourself 
that your authority to transact business 
in the state of Missouri would not be re- 
newed after the expiration of the 1923 
license issued to said company. 

“You are hereby notified that 
shall disregard said notices of Nov. 
and 7, 1923.” 


Four Injunctions Pending 





you 


2) 


The 1923 licenses of the Massachusetts 
fire and casualty companies expire on 
Feb. 1, 1924, and those of the life compa- 
nies on March 1. The injunction issued 
by Judge Harris was the fourth against 
Superintendent Hyde during 1922 and 
1923, and all are now pending in the 
courts, together with a citation from 
Judge Westhues to appear Dec. 15 and 
show cause why he should not be pun- 
ished for contempt of court. 


Business Off in Chicago 


Most of the large agencies in Chicago 
report that during the last two or three 
weeks life insurance has not been as 
active as it has in the past. Many agen- 
cies are stimulating their men to greater 
effort. Seemingly, business in general in 
Chicago is in good shape. The invest- 
ment salesmen, however, say that they 
are passing through a dull period. This 
is some indication of the general finan- 
cial situation and it is reflected in life 
insurance buying. The large purchasers 
of insurance are not as confident of the 
future as they were three mionths ago. 
They are playing more closely to shore. 


Had a Big November 
The Equitable Life of New York re- 
ported $52,613,000 paid-for business in 
November, an increase of $11,000,000 





over the similar month of 1922. 
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E. A. WOODS TELLS OF 
INSURANCE AND CREDIT 





Speaks Before December Meeting 
of Indianapolis Association of 
Life Underwriters 


NO LONGER COMPETITORS 


Banks and Underwriters Are Now 
Working Hand in Hand in Building 
and Maintaining Credit 


INDIANAPOLIS, IND., Dec. 11.— 
\ record attendance was present when 
Edward A. Woods of the E. A. Woods 
Company, general agents of the Equi- 
table Life of New York at Pittsburgh, 
the Association 
Underwriters at December 


Indianapolis 
the 


addressed 
of Life 





EDWARD A. WOODS 


monthly meeting here last Friday noon 
on “The Use of Life Insurance in Bank 
Credit.” Many of the members had as 
guests local bankers credit men. 
President Frank L. Jones of the Indian- 
apolis association welcomed the guests 
with the comment “We are all alike in- 
terested in protecting credit.” He also 
defined thrift as “periodic saving worked 
over into habit” and declared that he 
knew of no two institutions which 
worked more harmoniously in the pro- 
motion of the habit of thrift than 
banking and life insurance. He then 
introduced Mr. Woods as one of the best 
known men in the country among the 
members of his own profession. 


and 


Cooperators, Not Competitors 


That banks and insurance companies 
are not competitors but cooperators to 
a common end was the statement which 
Mr. Woods expanded in his address. “I 
remember when people used to look 
upon banks and insurance companies as 
active competitors.” Mr. Woods declared 
“And there were bankers particularly re- 
garding life insurance as a drain upon 
funds they would otherwise have to 
handle. But now banking and life in- 
surance are interlocking. We don’t ex- 
pect banks to write insurance for us— 
we don’t want them to—and they den’t 
want us to spend time bringing in ac- 
counts to them. 

“There should be a program of educa- 
tion undertaken among life insurance 
men to apprise them as to just what 
trust companies are, how they maintain 
banking, real estate, bond and trust de- 
partments since all these interests have 
a direct relationship to life insurance. I 
would like to see us gathered in a great 
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meeting where we can all become ac- 
quainted. 
Business Jealousies Allayed 


“Business jealousies among bankers 
have been allayed, and now the modern 
banker is interested in the solvency of 
every man in his community, whether 
customers of his bank or of other banks. 
The time has arrived when everybody is 
interested in the prosperity of everybody 
else in a community. The solvent man 
is an asset to the community and con- 
tributes to the prosperity of every one 


He told of the course of life insurance 
through the various forms of policies 
and experiments that were later discon- 
tinued. The early policies were so full 
of restrictions and requirements that it 
was reported a ship-wrecked mariner 
was once able to subsist for six months 
on the “provisions’ of a life insurance 
policy he happened to have with him. 
It was provided in the old form of poli- 
cies that the contract was voided if the 
holder traveled west of the Mississippi, 
south of the Mason-Dixon line or on the 
high seas. The tontine policy which 
flourished in the 1890’s was touched 
upon also. 


Credit Losses Reduced 


As to the experience of banking dur- 
ing this same period he said he was not 
familiar with the details but, along with 
the progress made in life insurance he 
knew that similar progress had been 
made in banking methods. That there 
was a lower percentage of credit loss 
today than 50 years ago he felt certain 
must be the case. The use of credit has 
expanded wonderfully, he declared. Then 
it was a local matter and based largely 
on real estate but now it is nationally 
and internationally used and real estate 
is only a small item in its consideration, 
character, good will and many forms of 
collateral entering into its determination. 

The financial upset that has occurred 
in Germany he said was indicated by the 
condition in which one German life in- 
surance company finds itself—they could 
pay off all their claims and liabilities 
with $5.00 in gold and have left $20,000,- 
000 worth of real estate to be distributed 
among the stockholders. 


Many Uses Cited 


With all the scope that life insurance 
has attained Mr. Woods said there are 
instances where it is limited and inade- 
quate to meet the demand. As an in- 
stance he referred to the use of life 
insurance for inheritance tax purposes 
on the life of some of our richest citi- 
zens. In the case of William Rocke- 
feller the inheritance tax was estimated 
at $60,000,000 and $10,000,000 was the 
total amount of insurance that could be 
secured by using the available life in- 
surance resources of the whole world. 

But there are plenty of cases where 
life insurance can be made to protect 
credit. He told of his own experience 
during one of the periods of financial 
stringency. He had accounts in three 
banks and he took out a $10,000 policy 
at that time to furnish the banks ready 
cash to handle his paper in case of his 
death. Banks, he said, do not want to 
have to realize on paper that is in their 
hands for customers but will exhaust 
every effort to avoid this. They often 
carry paper for many months, working 
out the tangle of a customer rather than 
effect a quick settlement by realizing on 
his paper. The life insurance will take 
care of such a situation after the en- 
dorser is dead he pointed out and he 
urged the bankers present to protect 
their accounts as much as possible with 
life insurance. 

Banks should be interested in sceing 
to it that firms which carry accounts 
with them as borrowers are protected 
by business life insurance on important 
members of the firm. The business 
which is not thus protected is likely to 
go on the rocks when a key man dies. 
Life insurance makes it possible to settle 
the interest of a deceased member of a 
firm easily and without the necessity of 
setting aside sufficient sums of capital 
to cover this. For lack of business in- 








SHOWS REMARKABLE AGENCY GROWTH 





The Edward A. Woods agency of 
the Equitable Life of New York at 
Pittsburgh has issued a report on the 
business and for those who contemplate 
year, showing the remarkable strides 
made by the agency and indicating the 
growth of the life insurance business as 
a whole. The message of inspiration 
for those who are in the life insurance 
business and for those who contemplate 
entering it is pointed out in the bulletin 
which reads in part as follows: 


Agency Production 


Wealth of territory (ex- 

ceeding the wealth of 

each one of 43 differ- 

GRE BEREES) ncccceccece $8,444,960,705.00 
Population of territory 

exceeding in population 


(44 different states).... 5,368,693 
Policies in force......... 144,424 
MEE Gb cosactaceessecs $310,460,853.00 
Paid business last 12 

TOMES sccccdécvcespecs 41,584,997.00 


Amount paid policyhold- 
ers 12 months ......... 5,460,330.17 
Increases First Ten Months 1923 


Increase in written appli- 
GREITRS cccccccscececes 1,367 


1,598 
$5,095,378.00 
6,164,274.00 


Increase in written busi- 
ness—regular ........- 
Increase in paid business 
—regular ......seee08- 
Increase in written busi- 


ness—total ..........- 3,465,378.00 
Increase in paid business 

SEPOERE ccccecceseceees 7,079,494.00 
Increase in number of 

whole-time agents .... 40 


Decreases—10 Months 1923 Over 1922 


Decrease in ratio of de- 





GLMOE C46) ecccccccece 1% 
Decrease in ratio of N. 

T. O., less declined..... 2% 
Decrease in net forfeit- 

ures—number ........-- 587 


Decrease in net forfeit- 


ures—amount ......... $1,232,377.00 
Decrease in net forfeit- 

ures—deposits ........ 36,831.28 
Number of companies* 

having less business in 

SENOS .ncccavecescecees 268 
Number of companies do- 

ing less business...... 249 


Number of companies in 

business November 1, 

1880 and quit since.... 15 
Number of companies 

started since 1880 and 


GUIt SINCE .cccoccceses 234 
Number of full-time un- 
Gerwriters ......essee. 185 


Number of full-time un- 

derwriters, 1920 ...... 97 
Number of office force... 113 
Agents’ Credit Balances... $68,846.92 
Number of women un- 

GOPWHIRCTS occccccssces 63 
New paid business— 

women—10 months, 

EEE tebcusceserevsces's 
Paid deposits—women— 


$2,053,253.00 


10 months, 1923....... 97,036.00 
Equitable life insurance, 

carried by members of 

the Woods company... 3,664,680.00 
Corporation life insur- 

ance carried .......... 587,452.00 


Total insurance carried 


by entire agency...... 4,252,132.00 


*A “company,” as a rule, writes busi- 
ness throughout the United States; an 
agency writes business in only one sec- 
tion of the United States. 


The report shows that this agency 
has 144,420 policies in force for $310,- 
460,853. It needs no comment to estab- 
lish that these two items are major eco- 
nomic factors in the immediate and po- 
tential wealth of the territory served, 
and a permanent and constructive fac- 
tor in the community’s thrift. 

The item of paid business for the last 
twelve months, amounting to $41,584,997 
is clear indication of aggressive sales 
methods plus mass desire-for life insur- 
ance. It is sound to concltide that no 
sales organization, however capable, 
could place this amount of merchandise 
unless there was an inherent mass de- 
sire for it, a fact which should be noted 
carefully by new agents who are prone 
to be discouraged in their search for 
prospects. 

The item of $5,460,330.17 paid to poli- 
cyholders in twelve months is used by 
the Woods organization as _ effective 
sales argument against the erroneous 
impression in the minds of some pros- 
pects that life insurance is a “die to 
win” proposition. 








surance a firm whose credit otherwise 
might be first class, upon analysis, 
would have the right to be looked upon 
as doubtful. Dun and Bradstreet are 
now reporting business life insurance on 
firms as well as fire insurance because 
of its bearing along this line. 
Has Prevented Failures 


Banks have actually been saved from 
failure through the death of a customer 
with whose paper they have become 
heavily involved. He cited a number of 
instances. In one case the bank was 
carrying $800,000 of a certain customer’s 
paper, under which load they were 
staggering. The death of the customer 
released $500,000 cash under a life in- 
surance policy which saved the bank. 
Another bank which was about to take 
the cash value of $667,000 life insurance 
carried by one of their customers who 
had failed, amounting to $80,000, delayed 
doing so for a short time and in the 
interim the policyholder died, making 
available. the face of the policies and sav- 
ing the bank a heavy loss. 

He cautioned bankers to make sure 
that life insurance policies which were 
assigned to them to protect credit should 
be properly assigned so that they can 
control it. The wording, “as interest 
may appear” is not sufficient assignment, 
he said, but there should be a proper 
release on the part of the beneficiary. 
This, he said, is a most important point 
regarding which many banks are lax, 
though they will scrutinize stocks, 
bonds, mortgages and other paper most 
closely. “Where you have life insurance 
as collateral get absolute control,” he 
reiterated. “I want to warn you life in- 
surance men that the bank ought to 
have the same control over life insurance 
it controls as collateral as any other col- 
lateral they carry.” 

Every man of value to a firm ought 





to be covered by business life insurance, 
Mr. Woods declared. “We don’t think 
a man whose life is of no value to the 
firm ought to stay on the payroll.” He 
said that he had once been “bawled” out 
by the president of Bradstreets because 
life insurance men had not laid heavier 
emphasis on the protection of business 
by life insurance on the men of conse- 
quence to its welfare. The E. A. Woods 
Company, of which he is head, carries 
$600,000 business life insurance, “mostly 
on me”, he said, with a smile. 

Mr. Wood had with him question- 
naires of many banks, trust companies, 
federal reserve banks, farm loan banks 
and other institutions which have to do 
with credit in which he showed that 
questions regarding the life insurance 
carried by the applicant were prominent. 
_ Senator Sherman, he said, called life 
insurance “The most certain contract 
known to man.” Two prominent bank- 
ers, he said, recently made much the 
same statement regarding life insurance 
to the effect that the carrying of life in- 
surance does not measure a man’s credit 
but it has a grave bearing on it. Absence 
of life insurance raises doubt as to credit. 

At the close of his address many of 
the bankers present met Mr. Woods and 
made comments on points in his talk 
which had struck them with force. He 
made a fine impression. 

President Jones appointed as a com- 
mittee to draft a resolution on the death 
of Dr. Wilmer Christian, general agent 
of the Equitable of Iowa, who had been 
killed in an automobile accident the 
night before, Dr. E. E. Flickinger, J. W. 
Greenwood and M. B. Oakes. 

On Jan. 4, Wm. B. Burrus, a lecturer 
and formerly general agent of the Provi- 
dent Mutual Life at Kansas City, will 
address the association on “Givers and 
Getters.” 





INFLUENCE OF DIET 


oe 


IS A FACTOR IN LONGEVITY 





Arthur Hunter Traces Blood-Pressure 
Differences to Food, Not 
Nationality 





NEW YORK, Dec. 10.—The effect of 
diet on blood pressure and consequently 
upon longevity was discussed at length 
by Arthur Hunter, chief actuary of the 
New York Life, speaking before the 
annual convention of the Association 
of Life Insurance Presidents in this city 
last week. Mr. Hunter presented an 
array of statistics on blood-pressure 
measurement in this country, among 
both Americans and foreigners, and in 
certain foreign countries, also among 
both Americans and foreigners. As a re- 
sult of his investigation he drew the 
conclusion that blood pressure is not af- 
fected by races, but is the same through- 
out the world, under like conditions. It 
is his judgment that blood pressure is 
principally affected by the kind of diet 
and quantity of the food. He believes 
that, taking the population of the United 
States as a whole, a better adjusted diet, 





ARTHUR HUNTER 
Chief Actuary, New York Life 


with less animal food, would result in a 
lower blood pressure and a greater 
longevity, with an equal ability to carry 
on present occupation. 

Cites Foreign Measurements 


In the paper presented by Mr. 
Hunter, particular comparison is made 
with the blood pressure among Chinese. 
It had been previously stated that the 
Chinese showed a marked reduction m 
blood pressure measurement, but Mr. 
Hunter attempted to show that it was 
not the fact that the risks studied were 
Chinese, but that they were examined 
in a different place of residence and 
under different ‘conditions. The blood 
pressure among Chinese, Japanese, Hin- 
dus and Filipinos, living in their na 
tive country, is distinctly lower tha 
among Americans in the United States. 
The blood presure of Chinese, Japanese 
and Armenians resident in the United 
States does not differ more than 2 mm 
from the blood pressure of Americans. 
The blood pressure of residents of Aus- 
tralia and of negroes in the United 
States is higher than among Americas 
in the United States. Blood pressure 
among Chinese and Japanese in theif 
native country is lower than among the 
same races when resident in the United 
States, and that among officers of the 
United States army in the Philippines ® 
lower than among Americans in t 
United States. Mr. Hunter further rt 
fers to the war-time restriction in diet 
and its results in medical examinations 
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The Value to the Life Insurance Agen 
of a Thorough Training 


First Paper 


The highly trained life insurance agent is in a business 
in which he is more useful to his fellow men than are those 
engaged in other callings. He aids our citizens in helping 
themselves, making them strong, confident, self-reliant. Thus 
by strengthening multitudes of individuals he helps to buttress 
the Nation composed of these individuals. 


The importance of this work has prompted The Equitable 
Life Assurance Society of the United States to give the best 
possible training to its agents, (1) To enable them to fully 
meet their high responsibilities, and (2) To insure their per- 
manent prosperity. | 


The Equitable has well organized agencies at all important 
points throughout the United States. At many of these 
agencies there are openings for men of character and intelligence. 
And at all of them expert training is given, and every facility 
is afforded for successful progress. 

Those who are best fitted to succeed with the Equitable are 
not, on the one hand, young men who have had no business ex- 
perience, or on the other hand, those who are already insurance 
agents and have formed habits that have become fixed and un- 
alterable. They are men of ambition and energy who have had 
some experience in the business world, but see no prospect of rapid 
advancement in the positions they now occupy, and who want 
to find an opening where they can obtain an adequate reward 
for their industry, and where a brilliant future is assured if they 
are willing and able to take advantage of their opportunities. 


How the Equitable backs up such men, makes expert sales- 
men of them, and aids them in building one success upon 
another will be told hereafter. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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Community 
Building 


In pioneer days it was the custom 
for each man to help his fellowman 
build his log cabin, till his land and 
build the stockade for protection 
against wild animals and Indians. 
: is is the birth of the community 
idea. 


Successful life insurance men today 
are keen in their desire to increase 
their usefulness to their communi- 
ties, giving their time and money to 
the advancement of their commun- 
ity. It is noted that among the lead- 
ers in community building we find 
the successful life insurance man. 


The Ohio National Life Insurance 
Company educates its agents along 
individual lines, realizing that each 
agent must be treated as an indi- 
vidual and each community as a 
separate entity. 


The Ohio National encourages its 
agents to become leaders in their 
own communities, assisting the 
agent and teaching him to assist, 
to the best of his ability, in the up- 
building of his community and 
each individual citizen. 


The ideal of the Ohio National Life 


is for each individual agent to be- 
come a leader in his civic duty to 
his community, as well as in his 
chosen profession. 


Ohio National Life 


Insurance Company 


Cincinnati, Ohio 


T. W. APPLEBY, President 
W. F. MACALLISTER, Agency Manager 








stating that among the cases examined 
at the home office in New York the pres- 
sure in the three years 1917, 1918 and 
1919 was about 2 mm lower than in the 
preceding three years and it began to 
rise in 1920, returning to the prewar 
level in 1921. He credits this reduction 
in blood pressure entirely to the re- 
stricted diet of war times. Mr. Hunter 
also showed that the blood pressure 
among non-meéat eaters in the United 
States is lower than among Americans 
as a whole. 


Suggested Adjusted Diet 


In commenting upon the advantages 
or disadvantages of reduced blood pres- 
sure, Mr, Hunter questioned the advis- 
ability of adopting a diet in this country 
that would produce a blood pressure the 
equivalent of that found in China or 
other foreign countries. He said that 
it might possibly have an effect on the 
quality and quantity of the work of 
Americans. The reduced blood pres- 
sure would undoubtedly result in greater 
longevity, but might possibly affect the 
work of Americans in this country. Mr. 
Hunter suggests, however, that it might 
be advisable for the population of the 
United States as a whole to adopt a 
better adjusted diet, with less animal 
food, thus developing a slightly lower 
blood pressure and greater longevity 
but without interfering with the ability 
to carry on present occupations, 


WAR SUSPENDED LIMITATIONS 





Nebraska Supreme Holds Person in 
Germany During That Time Can 
Sue on Policy 





LINCOLN, NEB., Dec. 11—The 
Nebraska supreme court has just de- 
cided that where the accident of war 
prevented the beneficiary ofa certificate 
of insurance from forwarding, within 
the legal limit set, the necessary proofs 
of death, that will not debar her from 
securing judgment for the amount due. 
Christina Wirtele and her husband, resi- 
dents of Nebraska, went to Germany 
in 1914 to reside several years. They 
did not relinquish their citizenship. 
While there, in 1915, Wirtele died, and 
his widow, beneficiary of a $2,000 policy 
in the Ancient Order of United Work- 
men, sent the usual proofs of death. 
They were lost in the uncertain mails. 

The fact that they were lost did not 
become known to her until after Ger- 
many and the United States became in- 
volved, and it was not until 1921 that 
she furnished them. The grand lodge 
officials decided that was too late, being 
beyond the five-year limit fixed by law 
for beginning actions of this sort. 

he supreme court says that where 
a citizen of the United States resided 
continuously in Germany during the 
war, under the trading with the enemy 
act she became within the class therein 
nominated “alien enemy,” and could not, 
therefore, so long as the war continued, 
resort to the courts of this country as 
a plaintiff. It is also held that during 
the war period the operation of the 
statute of limitations was suspended in 
respect of such alien enemy’s cause of 
action against a citizen or a corpora- 
tion of the United States. 

It further held that the alien property 
custodian was not clothed by Congress 
with sufficient powers to enable him to 
have prosecuted this action. 


National Benefit Life Celebrates 


The National Benefit Life of Wash- 
ington, D. C., which is controlled and 
operated entirely by negroes, is cele- 
brating its 25th anniversary. The com- 
pany was founded by its president, R. 
H. Rutherford, who started out as an 
agent without capital. The company 
now has $22,500,000 of life insurance in 
force and 150,000 policyholders on rec- 
ord. Its assets comprise a total of 
$800,000 with a surplus of $100,000 and 
a reserve of $461,592. An _ elaborate 
booklet entitled “A Modern Jack and 
the Beanstalk” has been prepared by 
the company to tell the story of its re- 
markable progress. 





WANTS A PROBE MADE 


POLITICS HAS A BAD EFFECT 





“Best’s Insurance News” Urges an 
Immediate Investigation of the 
Illinois Insurance Department 





Best’s “Insurance News” urges a 
thorough investigation of the Illinois 
insurance department in view of the 
recent charges brought out in the expose 
of the Chicago “Tribune”. The “Tri- 
bune” declared that the department had 
been used for political purposes. Best's 
“Insurance News” states that Illinois is 
not the only commonwealth in which 
politics has played a large part in the 
administration of the insurance depart- 
ment, with resultant loss to stockholders 
of insurance companies in which mis- 
management was permitted to continue 
even after it was a matter of general 
knowledge and must have been known 
to the supervising official. 


Fostered Weak Concerns 


Best’s “News” says that Illinois, in 
addition, has fostered by its failure to 
strengthen inadequate laws, many insur- 
ance institutions which were not worthy 
of confidence. Best’s says that it has 
tolerated in the management of various 
life companies organized under its laws 
in the last 10 or 15 years, practices 
which have cost stockholders of such 
companies literally millions ot dollars. 
Furthermore, Bests “News” says it has 
allowed to continue in business many 
reciprocal insurance exchanges writing 
automobile insurance which have used 
up from $2 to $3 for expenses for every 
$1 distributed to policyholders for in- 
demnity for loss sustained. 


Further Comment Made 


Continuing, Mr. Best says: 

“Illinois is a mighty commonwealth. 
Its good name is jeopardized by such 
practices. It is greatly to be desired 
that a thorough investigation of the af- 
fairs of the insurance department be 
undertaken promptly and pursued vig- 
orously and without prejudice. The 
state owes this to itself and to every 
reputable insurance institution operating 
in it. The insurance department of IIli- 
nois by reason of the importance of the 
interests which it supervises should be 
an outstanding example of competent 
and honest administration.” 


Pan-American Officials in Chicago 


President Crawford H. Ellis, Treas- 
urer Friend W. Gleason and L. B. 
Trenchard, manager of the loan de- 
partment of the Pan-American Life of 
New Orleans, were in Chicago last 
week closing arrangements for the buy- 
ing of mortgages on real estate through 
the Beard Insurance Agency of Chi- 
cago. Heretofore the company has 
largely invested in farm loans. Here- 
after a larger portion of its investments 
will be on first mortgages of city real 
estate. 


Company Freed of Liability 


The New York Life has been freed 
from connection with the damage suit 
brought by Alfred Watts, an agent im 
Duluth, Minn., who alleged an assault 
had been made upon him by J. J. Cor- 
nevaux, St. Paul director of agenciés 
for the company. Damages of $10,000 
were sought, but the court held for the 
New York Life, stating that the com- 
pany could not be held responsible for 
an altercation between two individuals 
over a personal matter, although the 
outgrowth of a company disagreement. 


Two Men Are Promoted 


Bradford H. Walker, assistant mana- 
ger of the mortgage loan department of 
the Life Insurance Company of Virginia, 
has been appointed assistant vice-pres* 
dent. P. St. George Cooke, auditor, 
has been elected assistant secretary. 
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PLANS FOR THE COURSE 


SUPERVISORS TO BE TRAINED 





University of Pittsburgh Announces the 


Subjects That Will Be Covered 
in New Department 





The division of life insurance sales- 
manship of the University of Pittsburgh 
has now completed its course on the 
principles and practice of supervising 
salesmen. It is offered as an aid in de- 
veloping supervisors, agency instructors 
and district managers. The subjects of 
instruction are as follows: 


1, Seeking agents. 
Where and how to locate jprospec- 
tive agents. 
How to select desirable agents. 
. Making contracts. 
How to sell the prospect the busi- 
ness of life insurance. 
Planning his financial program to 
enable him to engage in it, 
3. Training the new agent. 
Training by reading or correspond- 
ence lessons. 
Oral trainin g—individual or in 
groups. 
Training by joint work in the field. 
4. Developing the agent. 
Extending his acquaintance and in- 
fluence. 
Teaching new and special uses for 
insurance, 
Improving personality, capacity and 
methods of working. 
§. Stimulating an agency. 
Contests, drives, honor rolls and 
quotas, 
Sales letters, bulletins and circulars. 
Agency meetings and conventions. 
6. Social relations. 
Agency business and social organi- 
zations. 
Relations between agents; 
tions to the supervisor. 
Enlisting the support of agent’s 
family. 
. Supervisor's personal efficiency. 
Maintaining prestige and sales 
records 
Allotment of time and assistance to 
agents. 
Retaining enthusiasm for the work. 
& Field practice in supervision. 
The experience of the student is 
organized, directed and reviewed, 
This course, given under normal 
agency conditions, is the keystone 
of the curriculum. 


NEW COMPANY FOR CHICAGO 


to 
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Max Speigel Organizing Homestead 
Life—To Sell Bulk of Stock in 
New York 





Max Speigel is organizing the Home- 
stead Life Insurance Company in Chi- 
cago and has opened offices at 20 E. 
Jackson boulevard. Mr. Speigel plans 
to organize the company on a 20 percent 
promotion expense. In connection with 
the sale of stock, pledges for life insur- 
ance will be taken, and after a sufficient 
member have been secured, a mutual 
life company will be organized, whose 
business will be later taken over by the 
stock company. Mr. Speigel states that 
he expects to sell about % of the stock 
in the Homestead Life in New York 
City and will place the other third in 
Chicago. 

Mr. Speigel will be remembered as the 
Promoter and organizer of the Providers 
Life of Chicago, and as the organizer of 
the Hercules Life of Chicago. Prior to 
bis activities in Chicago Mr. Speigel 
Was located in the south and was at one 
tme with the Cherokee Life which he 
Promoted. 


Indianapolis Y. M. C. A. Class 


About thirty are enrolled in the life 
surance class conducted by the Y. 

. A. under the auspices of the In- 
dianapolis Association of Life Under- 
Writers, The classes meet on Tuesday 
and Thursday evening each week. 


here will be about 27 lectures in the 
Course, 



































Group— 
The Family 


And The Job 





We know Group Insurance will help retain the better 


subject. 


employees. 


MISSOURI STATE LIFE INSURANCE COMPANY 





Up-to-the-minute industry is turning toward Group Insurance 
as a necessary cog in the employment machine. 
know more about it than ever before; interest is nation-wide. 
The Group market affords a wealth of untouched prospects— 
many in your territory. Develop them—write a case or two 
and have a treasure of prospects for your other lines to last 
throughout the coming year. 


Group, remember we do. 


M. E. SINGLETON, President 


LIFE 


ACCIDENT 


family usually has something to say on the 
Even more than the worker himself, 
his family appreciates the value of the worker’s Group 
Life Insurance Certificate. 
that other things being equal, the worker’s family will 
urge him to keep the job which will maintain this in- 
surance; rather than to take another job which carries 
no such protection for them. 


It is reasonable to suppose 





Employers 


If your company doesn’t write 


HOME OFFICE: SAINT LOUIS 
HEALTH GROUP 
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Diogenes Lights 
On a Tyrant 


O point a moral from the lives 

of the old-time Greeks and Ro- 
mans is easier, generally, than to 
sp':l correctly the names of the in- 
dividuals themselves. Take Diony- 
sius. Just why a man should be 
burdened with a name like that is 
a mystery, anyhow. Nevertheless, 
he has lasted for twenty or thirty 
centuries. Books tell us of two 
Dionvsiuses—one the ‘‘Elder’’, and 
the other the ‘‘Younger’’. Quite 
probably they were father and son. 
Anyway, “like father, likeson’’ held 
good with them for both are cata- 
logued as ‘‘tyrants of Syracuse’. 


One of them had been concerned 
with the numerous scraps about 
Corinth, also. He must have won 
a victory there, or something, for 
Diogenes met him on the street one 
day with this salutation: 


‘‘Oh, Dionysius, how little 
you deserve your present 
life.’’ 


To these friendly greetings, the 
warrior made a sarcastic reply: 


‘I thank you, Diogenes, for 
your condolence.’’ 








Insurance Company of America 


Now there’s where he stumbled. 
It took a real man to be sarcastic 
to Diogenes or Plato. The lantern- 
carrier wasted no moments but re- 
torted with a snort of indignation: 


‘*Condole with you! Do you 
suppose I condole with such 
a slave as you who does not 
think of the future?’’ 


HE memorandum seems to stop 

right there, but the supposition 
is Dionysius wrapped his toga 
about him and sneaked off into the 
shadows. 


All this historical data merely sup- 
plies a te ,t. ‘‘Do you suppose I con- 
dole with a slave such as you who 
does not think of the future?’’ 


Lots of men on their death bed, 
worrying about what is going to 
happen to their families, seek this 
condolence. While strong and well, 
they never forget personal enjoy- 
ment. Sick and dying, nevertheless, 
they look for sympathy. Life in- 
surance kills absolutely the need of 
anybody’s condolence. 


The Prudential 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 








POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful and experience. 
THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Illinois 





REMARKABLE STRIDES 


TELLS GROWTH OF BUSINESS 








President Nollen of Equitable of Iowa 
Addresses Life Presidents on Sig- 
nificance of Developments 





NEW YORK, Dec. 10.—Speaking be- 
fore the annual convention of the Asso- 
ciation of Life Insurance Presidents in 
this city last week, Henry S. Nollen, 
president of the Equitable of lowa, pre- 
sented a wealth of statistics on life in- 
surance production for the past five 
years, pointing out the significance of 
the recent growth in life insurance. To 
give a proper perspective for the current 
year’s transaction which will pass all 
previous records for new life insurance, 
Mr. Nollen offered corresponding rec- 
ords for the past seven years by geo- 
graphical divisions and classifications of 
policies. He showed the remarkable 
improvement made in the past two years 
in which a complete recovery from the 
post war slump has been made. Mr. 
Nollen also pointed out the persistent 
improvement throughout the past seven 
years in both the average size of policy 
and the average amount of insurance 





HENRY 8S. NOLLEN 
President Equitable Life of Iowa 


per capita. He said that life insurance 
is rapidly assuming a place of eminence 
as the foundation of a contented citizen- 
ship and a well ordered government. 
New Record of Production 
Summarizing the facts submitted, Mr. 
Nollen showed that the year 1923 will 
record the largest volume of life insur- 
ance placed in any year, in aggregate 
amount in any year, in aggregate 
amount in all branches of legal reserve 
life insurance and also in number of 
policies. Mr. Nollen said that the re- 
covery from the depression in 1921 has 
been more marked in industrial than in 
agricultural sections and the industrial 
branch has steadily shown increases 
each year, both in volume and number 
of policies issued. He said that the field 
organization has undoubtedly been as 
industrious in the agricultural section 
as in the industrial, but the energy nor- 
mally expended in securing new policy- 
holders has of necessity, in the agri- 
cultural district been largely directed 
towards preventing discontinuance and 
serving the needs of old policyholders. 
He said that this great service which 
the life companies had rendered to their 
policyholders will go down as a notable 
achievement and will add lustre to the 
splendid reputation of the great insti- 
tution of life insurance. 
It was pointed out by Mr. Nollen that 
the figures not only show a great in- 
crease in the average size of policy in 
the past seven years, but an even greater 
increase in the average amount of insur- 
ance per capita. There has been a tend- 


ency toward the use of a larger percent- 
age of national income for life insurance, 
though it still remains well under 3 per- 
cent and is small in comparison to ex- 
penditures for luxuries of various kinds. 
Mr. Nollen said that the enlargement 
of the field which life insurance is occu- 
pying, particularly in the rating of sub- 
standard lives, has unquestionably in. 
creased the number of policyholders and 
extended the benefits of the institution 
to a class who were in need of protec- 
tion even more than the _ so-called 
“standard risk”. Group business has 
been a factor in increasing the number 
of policies, though it has not been a 
factor in increasing the average size of 
policy. One of the significant points 
in the recent growth of life insurance 
is the application of life insurance in 
establishing funds for specific purposes, 
such as for the education of children, 
incomes for the insured at old age, for 
inheritance tax coverage, as a basis of 
credit and other definite purposes. This 
has developed a higher degree of effi- 
ciency in salesmanship, which, in the 
last analysis, determines the extent to 
which any community avails itself of 
the benefits of life insurance. Another 
significant point in the growth of the 
business has been a greatly increased 
spirit of cooperation between the exec- 
utives and the field representatives of 
life insurance companies. 


Great Field Is Opened 


Mr. Nollen said that much of the field 
remains uncultivated and offers ample 
opportunity for continued growth of the 
institution of life insurance, which ne 
compared to the splendid system of res- 
ervoirs and aqueducts which supply the 
prime necessity of life. Anticipated fu- 
ture needs are provided for through life 
insurance. It administers daily to the 
need of multitudes in every walk of 
life, making thrift serve as an equalizer 
of wealth and a bearer of burden. Its 
field is ever widening, its purpose bene- 
ficent and its service the foundation 
of a well ordered government. 


Baseball Battery Mates 
Use Same Team Work in 
Selling Life Insurance 


EN W. DAVIS and Linwood But- 

terworth, agents for the Penn Mt- 
tual at Richmond, Va., under General 
Agents Diggs and Cary, believe in team 
work. When at Randolph Macon Col- 
lege, they comprised the battery on the 
baseball team, Mr. Butterworth doing 
the receiving while Mr. Davis looked 
after the delivery. The combination 
worked so well that they recently de- 
cided to form a battery in the insurance 
game- Asa consequence, they are now 
working under a partnership arrange- 
ment which is said to be the first ever 
formed in the life business in Richmond 
by soliciting agents. The agreement 
went into effect Nov. 15. Since that 
date, they have been turning in an “app” 
a day and writing at the rate of $100,000 
a month. 

Mr. Davis had been previously deliv- 

ering at least an app a week for more 
than 18 months. Being a recent addi- 
tion to the life game, his teammate had 
practically no opportunity to prove what 
he might have done individually as 
consistent producer. Not infrequently 
in interviews, the two capitalize the ex- 
perience they gained in their battery 
work at college, Mr. Butterworth giv- 
ing the signals while his partner puts 
them into effective operation- 
After leaving college in 1920, Mr. But- 
terworth went to work in a Richmond 
bank and continued in that line until he 
decided to cast his lot with the life 1- 
surance game. Mr. Davis started writ 
ing insurance soon after leaving college 
and is thus equipped with a_ largef 
amount of experience in this line that 
his co-worker. The pair makes a sp 
cialty of no particular kind of protec: 
tion, adapting themselves to each indi- 
vidual case as it presents itself. Style 
of the partnership is Davis & Butter 
worth. 














emt 





POMM 
|ESSON: 


ew Yor 
tions fr 


The Ne 


ew recen' 





romment 
hese Cas 
mportant 
lew Yor 
“In Oc 
Life paid 
orce onl: 
he life o 
b large b 
0-, who » 
in 1919, 1 
employ ¢ 
mated to 
of large 
do, how 
makes sa 
or mar a 
This ma: 
and powé 
it walke 
through | 
and whet 
was estir 
lion doll: 
first prot 
about for 
life insur 
Hi 


“The } 
000 on 1 
woolen c 
wealthy ; 
recently 
oratory 
and a cl 
a million 
He was 
civic an 
which h 
This ma 
surance. 
the proj 
him. 

“The c 
of a pro 
Gardens, 
oldest fa 
a farmer 
a small « 
it from 1 


“Anot! 
the life 
banker 
miner, r 
estimate 
died. Tt 
left with 
his two | 
tune wil 

“Anot 


of Great 
publicist 
1923. | 
man in 
come of 
insuranc 


Rec 


Comn 
Massacl 
legislatt 
ance co 
underw: 
brokers 
brokers 
own liv 
of the 
life con 
Poundes 
overdue 
ous mit 
change: 





13, 100) December 13, 1923 





percent. 


LIFE INSURANCE EDITION 




















surancePUMMENTS ON CLAIMS — — —— = = 
r 3 per- ee ee NS SSI) 
1 to ex- 

is kinds fESSONS FROM RECENT LOSSES 

rgement This is one of a series of messages appearing cach week. 


is occu. 
of sub.jNew York ‘Life Draws Some Deduc- 
—_ oa tions from Deaths of Some of Its 
stitution Policyholders 

protec- 

o-called . 

ess has The New York Life comments on a 


number 
been a 
size of 

points 
surance 
ance in 
Irposes, 
hildren, 


‘ 0, who took his first policy of $15,000 








ew recent claims that it has paid. Some 
fomment is made by the companies on 
hese cases because they teach a very 
important life insurance lesson. The 
Yew York Life says: 

“In October, 1923, the New York 
Life paid $425,000 ($200,000 of it in 
orce only one month and 18 days) on 
he life of a capitalist, the president of 
h large business concern in Columbus, 





Watch for the one to appear next week. 


Moving Forward 


Standing out prominently in the fabric of 
The Grizzard. System outlined against a 
background of willing cooperation, the 
gold thread of comprehensive service to 


of effi tay 
i in 1919, when he was a chemist in the aire 
tent Iemploy of a steel company and esti- all has become a notable characteristic. 
self of Bmated to ue ig — oo pegs man 
nother of large ideas, he realized, as big men A . 
of the do, how life ‘insurance backs up and When The Gizzard System was organized 
s safe the activities that may make . ° “ A 
eee ieaer 6 man, for life as the years go on. these principles were only business ideals. 
This man advanced rapidly in wealt . 
wb ge Ay Today our history shows them to be facts 
it walked hand in hand with him of extraordinary importance to business 
through the short years of his success, 
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civic and educational enterprises to System has faith in the future -of life 
which he made liberal contributions. ° 
b * This man realized the value of life in- insurance. 
IN Bi surance. It has helped him to carry on 
the projects which meant so much to 
ANCE BF him. 
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LOCK YOUR DOORS 
AGAINST CHANCE 


When a man insures his life for the bene- 
fit of his family he builds a structure of 
Sure Protection around those he loves. 


And no worth while citizen can afford to 
endanger this structure by allowing his 
policy to lapse. 


Keep the doors locked against Chance! 


Remember that a lapsed Policy is often 
a lost Policy, for your physical condition 
may not allow you to renew it at a later 
date, and even if it did, the cost of renewed 
protection always mounts higher as the 
years pass on. 





To pay the yearly premiums may some- 
times call for a bit of extra effort or self- 
denial, yet you will agree that the satisfac- 
tion of having “Carried Through” is worth 
it. 





So let the same Good Judgment that in- 
fluenced you to do the Right Thing in the 
Past, continue to lead you along the Straight 
Path toward the Future. 


“Finish the Course.” 
“Keep the Faith.” 


Don’t let your policy lapse. 


LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


Sixty-one years in business. Now insuring One 
Billion Seven Hundred Million dollars in policies 
on 3,250,000 lives. 











The Child’s'20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


s Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 


Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 


























A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s ‘‘Easy Lessons in Life Insurance.” $1.50, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. 








GIVES MORTALITY DATA 


ORDINARY SETS NEW RECORD 





Death Rate Better Than Banner Year 
on This Group and 
Favorable on All 





NEW YORK, Dec. 10.—The story of 
“Life and Death in 1923” was told by 
Dr. Harry Toulmin, vice-president and 
medical director of the Penn Mutual 
Life, speaking before the annual con- 
vention of the Association of Life In- 
surance Presidents here last week. Dr. 
Toulmin spoke of the remarkable rec- 
ord made during the past two years and 
maintained so far this year in the matter 
of mortality. He said that for the first 
ten months of 1921 the total deaths 
under ordinary business were 59,974 and 
the death rate per 100,000 was 646.5. 
That record was believed to have been 
the lowest ever experienced up to that 
time and 1922 was but very slightly in- 
ferior, the death total being 65,240 and 
the death rate per 100,000 649.6. 


Excellent Record This Year 


The record for the first ten months 
of this year on ordinary however shows 
an improvement over even the banner 
year of 1921, the death rate per 100,000 
thus far being 645.2 on a total of 70,150 
deaths. These figures apply to ordinary 
business only, the addition of industricl 
which suffered a heavier death rate 
bringing up the average for 1923. Dr. 
Toulmin said that the figures when 
analyzed presented a most optimistic 
story of the life insurance business and 
its relation to mortality. The year’s 
experience was very gratifying in most 
individual classifications of causes of 
death, though there were still a few that 
showed an increase, Dr. Toulmin spoke 
especially of the accidental deaths and 
injuries, including the automobile deaths, 
making a special appeal for greater 
safety work to prevent further increases 
in this item. He also pointed out that 
one of the factors in the increased mor- 
tality rate among industrial policyhold- 
ers was the increase in children’s dis- 
eases which apparently follows no trend, 
but experiences outbreaks now and then. 
A summary of the total deaths and death 
rate for the first ten months on the past 
three years on ordinary business only, 
as given in Dr. Toulmin’s table, is as 
follows: 

Ordinary Business 


Years 
First of Life 
Ten Total Death Rate Exposed 
Months Deaths Per 100,000 to Risk 
SE ibsive one 59,974 646.5 9,277,402 
nn e086 65,240 649.6 10,043,571 
a 70,150 645.2 10,872,288 


The summary of the industrial busi- 
ness only, as given in the second of Dr. 
Toulmin’s tables, is as follows: 


Industrial Business 


Years 
First of Life 
Ten Total Death Rate Exposed 
Months Deaths Per 100,000 to Risk 
a. scesas 138,250 942.9 14,661,485 
ee 143,846 958.2 15,011,326 
BPED cccces 158,238 995.3 15,898,172 


The combination of the two previous 
tables, covering all ordinary and indus- 
trial mortality, shows the following 
summary: 

Ordinary and Industrial Mortality 


Years 
First of Life 
Ten Total Death Rate Exposed 
Months Deaths Per 100,000 to Risk 
err 198,224 828.0 23,938,887 
Bee esbveae 209,086 834.5 25,050,897 
ae «cheese 228,388 853.1 26,770,466 


C. A. Scholl in Chicago 


C. A. Scholl, assistant manager of 
agencies of the Fidelity Mutual Life, 


went to Chicago last week to assume 


temporary management of the Chicago 
office, W. J. Arnette, who resigned as 
Chicago manager to become vice-presi- 
dent of the Volunteer State Life, having 
left this week for his new post. Mr. 
Scholl will direct the activities of the 
Chicago agency until a successor to 
Mr, Arnette is appointed. 








ASSETS MUCH LARGER 


POLICYHOLDERS PROTECTED 





New Law Operates to Advantage of 
Old Assureds of Niagara Life of 
Buffalo 





NEW YORK, Dec. 11.—Within ten 
months of the failure of the Niagara 
Life of Buffalo, N. Y., the assets have 
been marshalled, the debts fixed and the 
liabilities of policyholders satisfied 100 
percent by transfer through reinsurance 
with the Metropolitan Life according 
to the report of Francis R. Stoddard, 
Jr., state superintendent of insurance, 
which was filed in the Erie county 
clerk’s office today. The report also 
recommends the immediate payment of 
a first dividend of 80 percent to the 
creditors. 

Previous Situation 


When liquidation of the company be- 
came inevitable, Superintendent Stod- 
dard sought immediate protection for 
the policyholders holding a total of $9,- 
000,000 of life insurance. To have can- 
celled this insurance by operation of 
law would have barred hundreds of 
policyholders from ever procuring insur- 
ance because of impairments in health 
incurred while the Niagara policies were 
in force and hundreds of others would 
have been placed at a great disadvant- 
age. Negotiations for reinsurance were 
undertaken and resulted in the reinsur- 
ance agreement with the Metropolitan. 
That policyholders holding 98.63 percent 
or $1,848,332 of the entire outstanding 
reserves of the company accepted rein- 
surance, thereby becoming insured for 
100 percent of the face amount of their 
policies indicates that the phases of the 
liquidation met the practically unani- 
mous approval of the policyholders. 


Prompt Action Taken 


When the large impairment in the 
capital of the company was uncovered 
by examiners of the insurance depart- 
ment, Superintendent Stoddard applied 
to the Supreme Court for an order di- 
recting him to conduct the business of 
the company, which order was granted. 
By this prompt action further dissipa- 
tion of the assets became impossible 
and at the same time the officers were 
given an opportunity to make good the 
impairment and save the company. 
Marcino’s early successful borrowing 
could not be repeated to the extent ol 
making good the impairment and Super- 
intendent Stoddard applied to the Su- 
preme Court for an order directing the 
liquidation of the company which was 
granted on February 24, 1923. Mar- 
cino became a fugitive from’ justice but 
was later apprehended in Mexico and 
taken to Boston where he pleaded guilty 
to misappropriating funds of the First 
National Bank of Warren, Mass., and 
was sentenced to four years in the Fed- 
eral prison at Atlanta. The Mechanics 
and Merchants Bank at Philadelphia al- 
so went down in the wreck. 


Value of New Law 


“In adopting the liquidation law, the 
old slow and expensive method of sep- 
arate receiverships has been legislated 
out of existence so far as New York 
state is concerned. Under the new law 
the liquidation bureau of the depart 
ment has been substituted. All of the 
complicated questions arising out 0 
the insurance failures are handled by 
Clarence C. Fowler, chief of the bureat, 
and a staff of experts familiar with 
surance practices and insurance laws, 
the result being quick, skillful and inex- 
pensive liquidations,” said Superinten 
ent Stoddard in speaking of the liquida- 
tion of the company. 





New England Mutual Meeting 


The annual meeting of the General 
Agents Association of the New Ens 
land Mutual will be held at the home 
office in Boston, Feb, 27-29. 
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DRIVE FOR BUSINESS 


HOPE TO MAINTAIN RECORD 





Lay Plans for 1924 Campaign to Over- 
come Presidential Year Depression 
and Make Banner Year 





Life companies throughout the coun- 
try have already opened fire and 
launched campaigns for 1924 business, 
with a view of making it a banner year 
in life insurance, even surpassing the 
new high record which is being hung 
up this year. Special effort is being 
made on the part of all home office men 
and agency managers to overcome the 
business depression which is usually as- 
sociated with the presidential election 
year. It is planned to carry the life in- 
surance business through the year 1924 
without slack, overcoming the election 
handicap and maintaining the remark- 
able increases that are now being re- 
ported on all sides. 


Agency Managers Lay Plans 


Agency managers are at this time 
making a double campaign, one for an 
auspicious close for the record year of 
1923 and one for an equally favorable 
opening of the coming year. They in- 
tend to make the opening months of 
1924 account for much. If the first half 
of the year can show the increase they 
anticipate little need be feared for the 
campaign months immediately preced- 
ing the national election. It has become 
somewhat of a precedent for business 
to undergo a relapse during national 
election year, but the life agency man- 
agers are confident that with the morale 
now existing in their offices and with a 
persistent campaign for new business, 
the agency forces can be kept on their 
toes and to the mark. 


Now Better Fitted 


Life.underwriters have been given an 
unusually opportune ‘training for this 
emergency in the business of the last 
year and a half or two years. They have 
appreciated the value of overcoming gi- 
gantic obstacles and are now accustomed 
to go out after the business in the face 
of apparently insurmountable difficul- 
ties. The great sales of life insurance 
even during the depression months and 
in regions that were at low ebb finan- 
cially indicate that they can accomplish 
this. Though the attention of the Amer- 
ican public will be centered about the 
presidential campaign, the life under- 
writers themselves do not believe that 
this will prove the handicap that it has 
inthe past. It is hoped that the early 
months of the year can be made to 
count for a good proportion of the busi- 
ness, so that a new record can be as- 
sured, but regardless of the opening of 
the year, the agents do not feel any 
spirit of pessimism as to the business 
that can be written during the busy fall 
months. 


National Life Circularizes Agents 


Home offices are joining in the cam- 
Paign for another record year and are 
crcularizing their agency managers and 
tven the entire agency force has in at 
least one case been circularized on the 
matter of presidential year production. 
Newspapers are joining in the campaign, 
directing their efforts toward business of 
all classes, including the life insurance 
business. Commending this work on 
the part of the Chicago “Evening Amer- 
ican” and urging the agents to join in 
this campaign to boost prosperity for 
1924, Robert D. Lay, vice-president of 
the National Life U. S. A., has circu- 
arized his entire agency force of 5,000 
with the following comment: 

. The country, judged by our survey, 
'8 25 percent better off financially this 
year than last and should make a simi- 

Zain next year. 

ere is proof on my desk that farm- 
‘fs are making radical improvement. 
cir applications for life insurance are 











They say: 
“Experience is the best teacher” 


We say: 
“Our experience is the best teacher” 


The Life Insurance profession offers un- 
usual opportunities for trained men and to 
enable our agents to enjoy its benefits 
without loss of time due to “self-experi- 
ence,” we do everything possible to make 
the way easy. 


Our Educational Course teaches the fun- 
damentals of the business. 


Our Sales Planning Department secures 
prospects. 


Our Home Office is ever ready to counsel, 
advise and show you how. 


We have a few attractive openings for men 
not presently attached. 


ADDRESS 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
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THE DETROIT LIFE 


Wrote $16,000,000.00 
of New Business in 
Michigan in the First 
10 Months of 1923. 


An Average of More Than 
A MILLION AND A 
HALF A MONTH. 


Detroit Life Insurance Co. 
Detroit Michigan 


CANAAN ANITA TAN 7A AN ANNAN OX NANI ANNAN TANI aN @\i aN eV aN /a\i (axa. 


M. E. O'BRIEN, Pres. 


The Company of Service 

















MAN BUILDING! 


Unless a prospective salesman gives evidence 
of having more than an even chance to make a 
substantial success in life insurance NATIONAL 
FIDELITY does not care to start him. 


Having carefully weighed the matter and hav- 
ing reached, with him, the conclusion that he 
possesses the requisites for success, NATIONAL 
FIDELITY leaves no stone unturned in train- 
ing, equipping and in loyally supporting its sales- 
man—partner. It sticks and helps him through. 

It is a basic belief of NATIONAL FIDELITY 


that man-making is at least equal in importance 
to money-making. 


To salesmen who like this sort of business 
philosophy NATIONAL FIDELITY offers un- 
excelled goods to sell and some “tools” to do the 

_ selling with which have been tested and proven 
effective. 


Opportunities NOW in Illinois, lowa, Kansas, 
Minnesota, Missouri, Nebraska, Oklahoma, South 
Dakota and Texas. 


NATIONAL FIDELITY LIFE 
INSURANCE COMPANY 
13th Floor, Federal Reserve Bank Bldg. 
Kansas City, Missouri 





uation. During the last few years these 
have been low. 

“This year shows a 25 per cent in- 
crease. And 1924 will be much better, 
and can naturally and easily be that 
much better again if people disabuse 
their minds of the imaginary perils of 
election year. 

“This depression every four years is 
hypochondria of a national sort. People 
make up their minds that they are go- 
ing to be sick, and for no other reason 
are. The country is the same way. 

“To rid America of this four-year ague 
is one of the most intelligent and worth- 
while causes of which I have ever heard. 
I congratulate The American and hope 
that, with its power, it will keep driving 
its inspiration home.” 


GOOD BALTIMORE SPEAKERS 





Notable Program Announces for Y. M. 
C. A. Life Insurance School in 
That City 





BALTIMORE, MD., Dec. 11.—The 
school of life underwriting of the Bal- 
timore College of Commerce at the 
Young Men’s Christian Association is 
well under way in successful fashion. So 
far 79 students are enrolled, 26 for the 
full lecture course and 53 for the entire 
school and lecture course. Lectures 
during the remainder of the course in- 
clude: A. L. Baldwin, general agent 
Northwestern Mutual, Washington, D. 
C., “The Art of Presenting a Propo- 
sition, with Illustration;” Dr. S. S. 
Huebner, professor of life insurance, 
Wharton School of Finance and Com- 
merce, University of Pennsylvania, 
“The Application and Major Advan- 
tages of Life Insurance”; J. K. Voshell, 
manager Metropolitan Life, Baltimore, 
“System in Life Insurance Soliciting;” 
Felix Rothschild, secretary Sun Life of 
Baltimore, “How the Home Office and 
Field Force Might Cooperate;” Griffin 
M. Lovelace, director of life insurance 
training school, New York University, 
“Analyzing Life Situations for Insur- 
ance Needs;” William P. Stedman, gen- 
eral agent National Life, Baltimore; 
Leonard A. Spalding, general agent, 
Mutual Benefit Life, Baltimore, “The 
Pre-Administration of Estates;” Robert 
H. Walker, general agent Prévident 
Mutual Life, Baltimore, “Income Insur- 
ance;” James A. Taylor, attorney-at- 
law, Washington, “Application of Life 
Insurance to Inheritance and Income 
Taxes;” Ernest J. Clark, state agent 
John Hancock Mutual Life, Baltimore, 
“Service to Policyholders.” 


Take Over Maryland Company 


The Standard Benefit Society of 
Maryland has been purchased and con- 
solidated with the National Benefit 
Life of Washington, D. C. The trans- 
action became effective as of Nov. 30, 
when it received the approval of the 
insurance commissioner of Maryland. 

The consolidation was accomplished 
through the purchase of the entire stock 
of the Standard by R. H. Rutherford, 
president and treasurer of the National 
Benefit Life, and the subsequent issue 
of stock by the National Benefit Life 
to R. H. Rutherford in exchange for 
the stock of the Standard. 


N. W. Mutual “Wisconsin Product” 


One of the most interesting of the 
hundreds ofeexhibits at the recent Wis- 
consin Products Exposition at Milwau- 
kee was that of the Northwestern Mu- 
tual Life, a true Badger “product.” A 
large exhibit depicting the value of life 
insurance in general and Northwestern 
Mutual insurance in particular was 
maintained at the exposition, under di- 
rection of agents from the Clifford L. 
McMillen & Associates home office 
general agency of the company. Dis- 
tribution of thousands of pieces of lit- 
erature was the principal activity of the 
Northwestern booth. Facts about can- 
cer and other diseases, facts about 
death ratios, poverty, investments and 
life insurance were distributed. 





CLOSE SAILSTAD CASE 


DISCOVER INSURANCE FRAUD 





Arrest of Supposedly Dead Policyholder 
Ends Three Years’ Litigation, 
Showing Companies Right 





One of the most striking examples of 
life insurance fraud ever recorded is 
that which was flashed in newspaper 
headlines throughout the country last 
week upon the arrest of Edward J. Sail- 
stad, bringing to a close three years’ 
litigation over the insurance policies 
carried by him prior to his alleged death 
in 1920. This case had been given wide 
publicity from its inception and the dis- 
covery of the fraud was given even 
greater publicity, thus demonstrating to 
the public that the companies’ conten- 
tions in the case in court were correctly 
based. The case, which involved $62,000 
insurance, was not important from a 
monetary standpoint, but as a matter of 
principle, the companies standing firm 
in their conviction that the claim on the 
policies was not legitimate. 


Is An Old Case 


In the fall of 1920 Sailstad, of Eau 
Claire, Wis., who carried $5,000 life and 
$11,200 accident in the Travelers, $15,000 
life with double indemnity in the New 
York Life, $10,000 accident in the Fi- 
delity & Casualty and $6,300 accident in 
the United Commercial Travelers, or a 
total of $62,500, was reported accident- 
ally killed when his cottage on Lake 
Nebagamon was burned and a burned 
corpse was found. His widow filed claim 
for the proceeds of the policies but the 
claim was denied. Two of the com- 
panies settled on a compromise basis, 
the Fidelity & Casualty paying $4,500 
and the United Commercial Travelers 
paying $3,125, but the other two con- 
tested the claim, appealing to the United 
States district court. 


Policyholder Was Discovered 


The companies that settled have now 
been held without ability to collect on 
the payments made, the court not recog- 
nizing such payments and thus not being 
able to aid in collecting. The appealed 
case, however, was finally carried to the 
United States circuit court of appeals, 
each court having held for the beneficiary 
in spite of the evidence presented. It 
was to have come before the circuit 
court at Chicago next April for hearing. 
Sailstad was discovered in California, 
in company with another woman, with 
whom he is said to have left his home in 
Eau Claire. Upon his arrest, he con- 
fessed that he had robbed a grave, placed 
the body in the cottage and then fired 
it. He was in financial difficulties with 
his phonograph company in Eau Claire 
and he expected his wife to collect the 
money on the policies and straighten out 
the financial affairs He was at large 
for over three years, but was finally 
discovered. 


Million a Month Agency 


The DeForest Bowman Agency 1 
Chicago for the Bankers Life of lowa 
showed its second consecutive month 
of million dollar production in Novem- 
ber. This agency produced a total o! 
more than $1,000,000 of new examine 
business for November and bettered its 
October record in November. M! 
Bowman’s organization has led the et 
tire field of the Bankers Life in neW 
business p.oduction for every month o 
the year up to December. 


Plico Club Elects 


Thomas Murphy, vice-president of the 
home office Plico Club of the Philadel 
phia Life, was elected president for next 
year, succeeding R. S. Plummer. Miss 
Caroline Katzenstein, formerly Pennsy!- 
vania executive secretary of the Na 
tional Woman’s Party and a nationally 
prominent feminist leader, was elect 
vice-president. Miss Clare Lewis tt 
mains secretary. 
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INTEREST IN OPINION 





BANK PLAN IS HELD ILLEGAL 





Wisconsin Attorney General Rules 
Against Collecting Life Premiums 
With Deposits 





Life underwriters are interested in 
a ruling by the Wisconsin attorney gen- 
eral’s department that neither a bank 
or a building and loan association has 
authority to adopt a plan by which it 
collects, in connection with deposits 
made, premiums upon life insurance 
policies. The Guardian Life had pro- 
posed to cooperate with building and 
loan associations in the sale of insurance 
and the collection of premiums. Under 
the plan 20-payment life insurance pol- 
icies were taken out by members of the 
associations who paid for the premiums 
through the treasurer of the associa- 
tions at the same time that they paid 
their dues. 


WOMAN WRITES JUMBO POLICY 
Arvlication For $1,000,000 on Irving 
Fain Turned in by Miss Edith 
Bauer of New York 





NEW YORK, Dec. 10.—The insur- 
ance on the life of Irving Fain, presi- 
dent of the Fain Knitting Mills, which 
is reputed to amount to $1,000,000, 
was written by Miss Edith K. Bauer, 
an agent of the Equitable of New York 
in the Prosser & Homans agency of 
this city. This is a notable achieve- 
ment and once again demonstrates the 
new position taken by women in life in- 
surance. Miss Bauer has joined the 
ranks of “Millionaire” agents and has 
shown that women are not only suc- 
cessful life underwriters, but are pro- 
ducers in the business. 


Holding Regional Conventions 


The Minnesota Mutual Life has an- 
nounced its intention of holding district 
or sectional conventions during the 
coming year, in lieu of its next general 
convention. This is for the reason that 
it feels it has not been reaching enough 
ot the men in the field through the 
general conventions. Heretofore the 
two leaders in new business for the con- 
vention year have been named president 
and vice-president, respectively, of the 
convention. Hereafter the agent lead- 
ing in paid-for business for the calendar 
year will be convention president and 
will win the trip to the next meeting of 
the National Life Underwriters’ Asso- 
ciation at Los Angeles, at the expense 
of the company. The agent having the 
second largest volume of paid-for busi- 
ness for the same period will be conven- 
tion vice-president and will receive a 
check for $50. President E. W. Ran- 
dall and Agency Vice-President O. J. 
Lacy spent some time in November in 
the field, on the first of a series of these 
district conventions. Points visited 
were Chicago, Memphis, Dallas, Okla- 
homa City and Kansas City. 


Burruss at St. Louis 


_W. B. Burruss of Kansas City de- 
livered his celebrated talk on “Wishers 
and Wanters” before the Advertising 
Club of St. Louis last week. Mr. Bur- 
Tuss has been appearing before a num- 
ber of St. Louis organizations recently 
under the auspices of the local office of 
the Provident Mutual Life. 


Bankers of Iowa Record 


The Bankers Life: of Des Moines 
reached and passed the $100,000,000 
mark on new paid-for business for the 
year at the close of November. The 
mpany's total of new paid-for busi- 
pvt for the year to Dec. 1 was $101,- 
bene 89, which was a gain of $3,000,000 
> Compared with the first 11 months of 


1922, when the total was $98,395,447. 




















It Opens the Door 





The business card of The Lincoln National 
Life agent bears an actual photograph of 
Abraham Lincoln on its back. 


This likeness of Lincoln impresses the 
promise that the honorable traits in the 
makeup of Abraham Lincoln are to be 
expected in the business dealings of The 
Lincoln National Life. 


We see to it that our agents make good 
on all their service promises by backing 
them up to the limit with enthusiastic and 
efficient Home Office co-operation. 


Our salesmen have found that the high 
service ideals of The Lincoln National Life 
have made it pay to 
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LINK UP(())wity THE(O}LINCOLN 








Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Indiana 


Now More Than $285,000,000 in Force 
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No Issue on Valuation Basis 


The announcement that the Sr. Louis 
Mutua. Lire will adopt the Illinois 
modified preliminary term plan for val- 
uing its policies Jan. 1, calls to mind 
that there are very few companies in 
the west that use the full premium re- 
serve methods. The Mutuat Trust 
Lire of Chicago values its policies on 
the full reserve plan. The NortHwest- 
ERN MuTuAL Lire, Union CENTRAL LIFE, 
WestTerN & SourHern Lire and the 
EgurrasLe Lire of Iowa are all on the 
full reserve basis. 

The companies throughout the west 
and south have generally adopted the 
preliminary term method. In the old 
days this was a competitive point in sell- 


ing. The older companies in the east 
and the bigger ones of the west used 
the fact that they had the full reserve 
method as a great advantage and pro- 
tection. As time went on the newer 
companies grew in strength and power. 
It was seen that the preliminary term 
method was not dangerous and was per- 
fectly safe. The fight over methods of 
valuation died out. At the last meeting 
of the AmerIcAN Lire CONVENTION the 
special committee, of which J. B. Rey- 
NoLDs of the Kansas City Lire was 
chairman, appointed to guard the 
stronghold of preliminary term, was dis- 
missed because there was nothing more 
for it to do. 


Mecca for Insurance Men 


Tue first week in December has be- 
come a real gathering time for insur- 
ance men of all classes in New York 
City. It is much like a convention of 
a national political party. It takes to 
New York insurance men of all per- 
suasions, representing the various or- 
ganizations. There are a multitude of 


conferences of various groups. One 
realizes that he can go to New York 
the first week in December and get in 
touch with dozens of insurance men. 
The importance of this week has grown 
with the years. The Hotel Astor is the 
rallying point for men interested in in- 
surance from the various viewpoints. 


Speculative Element Is Seen 


A LIFE insurance man the other day 
passed by a financial brokerage house 
and saw the large number of men watch- 
ing the bulletin board and studying the 
record of the ticker. He said that dur- 
ing the time when the New York stock 
exchange is open practically every finan- 
cial house of this kind is crowded with 
spectators who are evidently interested 
in a personal way in the turn of the 
market. He stated that these people 
apparently had sufficient money with 
which to play the market. Many of 


them in due time will be shorn. 

This situation exists undoubtedly all 
over the country. There is a speculative 
element in the human race. There is a 
certain gambling instinct. The life in- 
surance man will take advantage of this 
by urging that at least a comfortable 
amount be set aside every year for the 
purchase of life insurance and thus 
avoid the disaster of wiping away all 
one’s possessions through an unfortu- 
nate turn of the market. It will insure 
against this speculative element. 


Term and Business Insurance 


THE company tight on term business 
can scarcely expect its representatives 
to take seriously any appeals it makes 
to them to write business life insurance. 

A great deal of business insurance 
has always been written on the term 
plan and still is. The practice will not 
change rapidly. New things in life in- 
surance do not take root and flourish 
like the green bay tree. 

New schemes and new plans and new 
policies are hailed with delight when 
announced by companies but the com- 
panies usually are disappointed with re- 
sults from these newer things. When 
they wake up to the fact that the re- 
ception of their new idea was more 
vociferous than anything else and that it 
did not bring in the additional business 
which seemed certain when the cheers 


were lustiest they begin the slow, 
tedious process of putting their plan 
across. It has taken years to get over 
many things which meant a vast ex- 
pansion of the usefulness of life insur- 
ance and therefore an expansion of the 
business. 

It may be years before the rank and 
file of agents take business life insur- 
ance seriously enough to talk it but 
in the meantime the companies which 
discourage term insurance on any and 
every occasion are discouraging busi- 
ness life insurance. Companies cannot, 
of course, let the bars down completely. 
There are some troublesome problems 
when the proportion of term to other 
forms grows too big. A certain bal- 
ance seems not only wise but even 
necessary. 





Alexander Bercher, well known insur- 
ance agent at Atwood, Ill, has an- 
nounced his candidacy as a member of 
the Illinois house of representatives on 
the Republican ticket at the forthcom- 
ing April primaries. Mr. Bercher has a 
strong following in Piatt county and is 
well known also through Moultrie 
county. It is thought that Champaign 
will lend its support to the Piatt county 
man. He has been in the insurance busi- 
ness since December, 1910. He is also 
manager of the Atwood Mutual Tele- 
phone Company. He has served as sec- 
retary of the Atwood Building & Loan 
Association, having been in that office 
since 1910. He was tax collector in 
Unity township for two years. 


J. B. Lipscomb, one of the steady and 
consistent producers of the Virginia 
agency of the Atlantic Life, had it 
brought home to him the other day 
that he is not so young as he used to 
be. Reading the 25-year-ago column in 
a Richmond paper he observed that he 
starred in the back field in a football 
game between McCabe’s University 
School and the University College of 
Medicine. Mr. Lipscomb was a student 
at McCabe’s school at the time. 


Assistant Secretary H. L. McCourtie 
of the National Life, U. S. A., has been 
in California for six weeks for his 
health, Mr. McCourtie has _ suffered 
something of a break-down and found 
it necessary to recuperate. He is one 
of the popular men in the National Life, 
U. S. A., ranks. 


General Manager Anselm S. Burkhart 
of the Conservative Life of South Bend, 
Ind., had a rather strenuous time at the 
meeting of life insurance presidents in 
New York last week. He took a couple 
of his best agents there with him, both 
strangers to New York, who insisted on 
seeing evervthing. And they made 
“Burky” walk up the many steps to the 
top of the Statue of Liberty, visited the 
Zoo (miles and miles of walking there). 
If the general manager of the South 
Bend company looks a little less corpu- 
lent these days, this is the answer. 


J. H. Castle Graham, who has become 
director of field service of the London 
Life of London, Ont., will handle that 
company’s educational course and in 
other ways will assist in building the 
agency organization. Mr. Graham re- 
cently resigned as general secretary of 
the Life Underwriters Association of 
Canada and managing editor of the 
“Life Underwriter News.” He graduated 
from McMaster University in 1915 and 
became shortly thereafter, correspond- 
ing secretary of the Canada Life Under- 
writers Association. The Canadian life 
companies adopted in 1921 a program of 
institutional advertising. Mr. Graham 
has been associated with the planning 
and working out of the details of that 
publicity proposition. 


Frederick A. Savage, of Baltimore. 
Md., general agent of the New England 
Mutual Life. is celebrating his 30th year 
in that capacity. He assumed charge of 
the agency Dec. 13. 1893, His agents 
nlanned a snecial drive for new business 
in honor of the anniversary. Mr. Sav- 
age’s father was general agent of the 
New England Mutual at St. Paul. Fred- 
erick A. left that city to go to Balti- 
more to become a general agent himself. 


Sidney Rear of the Stock Exchange 
branch of the New York Life in Chicago 
is seriously ill and confined to his hed. 
Mr. Rear went with the New York Life 
in 1896. 


Officials of the Continental Life of 
St. Louis feel that the life insurance 
business has suffered a real loss in the 
recent wntimely death of George M. 
Rider, the companw’s general agent at 
Kansas Citv, a feeline which is shared 
hw his business associates in that citv. 
Mr. Rider was the first man to qualify 





GEORGE M. RIDER 


for the company’s club convention, hav- 
ing passed his quota under the club 
rules in March, 1923, and was its first 
charter member, as well as one of its 
vice-presidents. 


The entry of Henry Penfield, foot- 
ball star at Northwestern University 
from 1919 to 1922, into the Chicago gen- 
eral agency of the Northwestern Mutual 
Life brings the third generation of the 
Penfield family into the life insurance 
business in Chicago. L. C. Penfield, 
father of Henry Penfield, is at the pres- 
ent time a member of the agency of the 
Northwestern Mutual Life in Chicago, 
having been with the agency for nearly 
20 years. Some one of the family has 
been selling life insurance in Chicago 
since the Civil War, C. Penfield’s 
father having been general agent for 
the Washington Life. Henry Penfield, 
who has now joined the Hobart 
Oates general agency in Chicago, was 
a graduate from Northwestern Univer- 
sity last year. He was guard on the 
football team and was slated on several 
of the mythical all-western teams. This 
past season he has been aiding his alma 
mater as assistant coach. He is devel- 
oping into an able life underwriter an 
will continue the. Penfield representa- 
tion in life insurance in Chicago. 


Harry L. Seay, president of the 
Southland Life of Dallas, who recently 
underwent an operation for appendicitis, 
has now recovered and is recuperating. 
He is not permitted to be at the office 
every day, but he does get down now 
and then to look after the more impor- 
tant matters. Mr. Seay is one of the 
most popular men in the American Lile 
Convention, which he served with honor 
as president. 


Assistant Superintendent of Agencies 
Charles H. Langmuir of the New York 
Life is seriously ill in a hospital in New 
York City. He was removed from his 
home in New Jersey to the hospital, 
where he underwent an operation for 
intestinal difficulties the day before 
Thanksgiving. Another one may be 
required when he recovers sufficiently 
to permit it. He will not soon be able 
to return to his duties, however, as 4" 
extended period of rest and recupera 
tion will be necessary. Mr. Langmut 
is beloved by the New York Life fra 
ternity in the office and field. 


Dr. Wilmer Christian, for many yeas 
general agent of the Equitable Life o 
Iowa for a part of Indiana, was kill 
last Thursday evening in a railroa 
grade crossing accident when the auto 
mobile in which he was riding wé 
struck by a fast train. He died shortly 
after being taken to a hospital. He was 
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52 years old and is survived by his 
widow. He devoted a great deal of 
time to public service, being for many 
years a member of the board of trustees 
of Wabash College and at the time of 
his death was president of the board of 
trustees of the Indiana Epileptic Vil- 
lage. A large attendance at the funeral 
Monday indicated the high regard in 
which he was held. B. F. Hadley, vice- 
president of the company, was present 
from the home office and served as a 
pallbearer. 

E. N. Strong, general agent at Port- 
land, Ore., for the National Life of Ver- 
mont, for seven out of ten months of 
this year has stood at the top of the 
company’s Half Million Club on per- 
sonal business produced. Mr. Strong, 
who has long been in the insurance busi- 
ness in Oregon, is active in civic under- 
takings at Portland and has a wide range 
of friends. 


Dr. William W. Knight, senior medical 
adviser for the Connecticut General Life 
and medical examiner for Hartford for 
several years and long a practicing phy- 
sician and surgeon in that city, died at 
the Hartford hospital last week. He 
was appointed assistant medical adviser 
of the Connecticut General in 1899, and 
medical adviser in May, 1900. 


The Security Life of Chicago refers to 
the “Tribute Supreme” in stating that 
at a meeting of the William Hordes 
agency every man pledged himself to 
take an additional policy on his own 
life in the Security as a special tribute 
to President O. W. Johnson. This un- 
doubtedly is the highest tribute that 
can be paid to a man in whose honor 
a special month is being celebrated. 
The William Hordes agency has its 
headquarters in Detroit. Sometimes life 
insurance men in their eagerness to sell 
business to others overlook their own 
needs. 

Isidore P. Mantz, well known Des 
Moines actuary, has joined the public 
accountancy firm of Billings, Prouty & 
Tompkins in that city. Mr. Mantz will 
take charge of the insurance accounting, 
actuarial and statistical department. 

After an illness of over one year 
death came to Thomas H. Geer of Cleve- 
land, O., rather suddenly last week. Mr. 
Geer was 83 years of age Sept. 3 and 


una. 





had been in the insurance business in 
Cleveland more than 55 years. 

He went to Cleveland in 1866 as the 
representative of the Mutual Benefit 
Life, to which he gave his attention for 
a year or two and then organized a gen- 
eral insurance agency. This he operated 
until his death. Of late years it has 
been known as the Thomas H. Geer Co. 
He was president and Miss M. Anderson 
secretary of the corporation. 

Mr. Geer’s connection with organiza- 
tions formed for the good of the insur- 
ance business has been almost continu- 
ous. Years ago he was president of the 
Cleveland Board of Underwriters, which 
has since been reorganized as the Fire 
Insurance Club. Afterward he was 
chosen president of the National Asso- 
ciation of Insurance Agents, of which he 
had been one of the first members. He 
had also been a member of the Ohio 
Association of Local Agents since its 
organization. 

While interested in life insurance he 
served as president and secretary of the 
Cleveland Life Underwriters’ Associa- 
tion and the Life Underwriters’ Associa- 
tion of Ohio. 

The funeral took place Friday after- 
noon. Great banks of flowers attested 
the love which was borne him by 
friends. The Fire Insurance Club fur- 
nished a great basket of flowers and 
most of the older agents of the city 
were present. Burial was at Norwich, 
Conn. 


Mr, and Mrs. Walter H. Otto of Fre- 
mont, O., are rejoicing over the arrival 
of a new daughter born Dec. 6. Mr. 
Otto is district manager at Fremont for 
the Ohio National Life under the super- 
vision of George C. Hill agency. Mr. 
Otto is one of the strong men in the 
Ohio National organization. 


Earnest Howard Krause, general 
manager for-the New York Life in 
Great Britain and Ireland, died Nov. 4. 
Mr. Krause who was an American citi- 
zen, entered the service of the New 
York Life in 1883, serving in various 
capacities for over 40 years. He was 
appointed general manager for Great 
Britain and Ireland in January, 1923. 
He earned distinction for services ren- 
dered American soldiers in London 
during the recent war, being awarded 
a certificate of appreciation by the 
A. E. F. of the Y. M. C. A. 














LIFE AGENCY CHANGES 














NEW AGENTS ARE APPOINTED 
Minnesota Mutual Life Announces 
Those Who Are to Take Charge 
of Important Points 





Van W. Evans of Springfield, IIL, 
has been appointed general agent of the 
Minnesota Mutual. He was formerly 
special agent for the Equitable of New 

ork, 

At Dayton, O., W. H. S. Ewell has 
been appointed general agent. He has 
had six years’ experience in life insur- 
ance, the last three being with the State 
Mutual. 

_ Huckins & Tucker, a partnership con- 
Sisting of J. G. Huckins and C. H. 
Tucker, have been appointed general 
agents at Topeka, Kan. Mr. Huckins 
has had about eight years’ insurance ex- 
Perience. They are long time residents 
of Topeka. 

W. M. Wayt has been appointed dis- 
trict manager at Chattanooga. He is 
Well known to the business men of his 
section. 

C. E. Ashland was appointed to rep- 
resent the Minnesota Mutual at Clear 
Lake, Ia. He was formerly connected 
with the Travelers. 

O. H. Clarkson has been appointed 
general agent at Nashville, Tenn. He 
8 a young man, filled with enthusiasm. 





BILHEIMER GETS NATIONAL 





Well Known General Agent Of the 
Franklin Life Transfers Allegiance 
to Chicago Company 





W. E. Bilheimer of St. Louis, general 
agent of the Franklin Life of Spring- 
field, Ill., has taken, the general agency 
of the National Life, U.S. A. He has a 
son associated with him. Mr. Bilheimer 
has a number of agents throughout Mis- 
souri. He spends most of his time per- 
sonally in getting up literature and sales 
campaigns for companies and making 
inspirational talks. 





Security Appointments 

William Weinblatt, formerly agent of 
the Jefferson Standard Life at Balti- 
more, has gone to Philadelphia for the 
Security Life of Chicago. He will have 
considerable territory in Pennsylvania. 

Virgil Blackledge has been appointed 
manager of the Security in the Des 
Moines, Ia., district. He was formerly 
associated with the Union Central Life 
for 11 years, 

R. R. French, formerly secretary of 
the Liberty National Life of Cape Girar- 
deau, Mo., has taken a contract covering 
eastern Missouri for the Security with 
headquarters at St. Louis. Associated 
with Mr. French as his assistant will 











THE INDIANAPOLIS 
LIFE INSURANCE CO. 


Declares extra 20% dividend for year beginning 
November 15, 1923, in addition to its regular 


dividend. 


Can You Beat It? 





Actual History of Policy No. 26 on the life of 
— — — issued by the Indianapolis Life Insur- 
ance Company, November 15th, 1905. Age 41. 


1905 
1906 
1907 
1908 
1909 
1910 
1911 
1912 
1913 
1914 
1915 


1916 
1917 
1918 
1919 
1920 
1921 
1922 
1923 


$10,000—Ordinary Life. 


Annual 
Dividend 


Gross 
Premium 


327.50 
327.50 
327.50 
327.50 
327.50 
327.50 
327.50 
327.50 
327.50 
327.50 
327.50 


327.50 
327.50 
327.50 
327.50 
327.50 
327.50 
327.50 
327.50 


58.00 
59.40 
60.60 
66.20 
67.00 
67.20 
68.40 
69.60 
70.60 
71.60 
68.20 
73.40 
77.00 
80.00 


Regular Div. 
Extra Div. 


74.00 

96.80 

100.50 

Regular Div. 104.30 
Extra Div. 20.86 


Purely Mutual 
Lowest Net Cost 


Operating in 


Net 


Premium 


327.50 
269.50 
268.10 
266.90 
261.30 
260.50 
260.30 
259.10 
257.90 
256.90 
187.70 


254.10 
250.50 
247.50 
327.50 
253.50 
230.70 
227.00 
202.34 


Indiana, Illinois, Michigan, Texas, Ohio, Minn- 


esota an 


Florida. 


EXCEPTIONAL AGENCY OPPORTUNITIES 


Frank P. Manly 


President 


IN OHIO 
Address 


or Joe C. Caperton 
Sales Manager 
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New Notes For House Organs 
Sent edhe Ute dedeceneee abt te potaeke 


BUSINESS CARTOON SERVICE 
35 South Dearborn Street, CHICAGO 








AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, 411-415 Magnolia Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C. BIGGER FRED D. STRUDELL BERT H. ZAHNER 
President Secretary Chicago Manager 
MORTON BIGGER 
Assistant Secretary 








A. MOORMAN & COMPANY 


ARCHITECTS ENGINEERS BUILDERS 


Financial and Insurance Buildings 
A Nation-wide Service 


A complete Building service from the in- 
ception of the plan and expert office 
arrangement through theconstruction and 
equipment of the building with one organ- 
ization responsible for the entireoperation. 


Sixth Floor, Chamber of Commerce Bldg. 


Saint Paul, Minnesota 
A pamphlet explaining the scope of our service sent upon request. 








1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 


Safety and Liberality 
Admitted Assets Insurance in Force 
SS: Sere $12,431,725.00 $ 67,326,327.00 
ss diewncaiiin alten 44,995 738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 


Address: : Des Moines 














National 


Underwriter Want Ads Retic 


One inch, One Column wide one tine $3.75 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins, Ex 
Wabesh 2704 Shrcace 











be W. Crowley who will look after the 
country district. 

John C. Carroll has been appointed 
general agent of the Security at Rich- 
mond, Va. He was with the Metropol- 
itan Life for five years and later was 
agent for the Equitable Life of New 
York at Richmond. 





N. A. Bodell 


N. A. Bodell, formerly manager of 
the Mason City district for the Metro- 
politan Life, has been appointed gen- 
eral agent for the Reliance Rite of Pitts- 
burgh for the same territory. 





E. L. Knetzger 


E. L. Knetzger has gone with the 
Missouri State Life in St. Louis. He 
completed his course in the Cleveland 
High School in St. Louis in June, 1917, 
and became assistant cashier of Morton 
& Morton, general agents of the Con- 
necticut Mutual Life. In January, 1918, 
he became connected with the North- 
western Mutual agency at St. Louis, 
serving as secretary to General Agent 
W. J. Fischer. He later became inter- 
ested in field work and started in the 
producing end. 





W. W. Batchelor 


Wallace W. Batchelor has been ap- 
pointed field supervisor for the state of 
Maryland by the Maryland Life of Bal- 
timore. Mr. Batchelor has been in the 
insurance business for a number of 
years and is well equipped for the posi- 
tion to which he has been appointed. 





M. L. Mitchell and C. L. Miller 


The Central Life of Des Moines, an- 
nounces the appointment of Mark L. 
Mitchell as general agent for central 
Tennessee with headquarters at Nash- 
ville. The company has made C. L. 
Miller, consulting sales manager at 
Madison, Wis., field superintendent. 





Montana Life Appointments 


W. B. Lewis, formerly a local agent 
at Folsom, Cal., has been appointed 
general agent of the Montana Life at 
Sacramento, succeeding R. E, Hill, re- 
signed. Mr. Lewis has been connected 
with the Southern Pacific Railroad com- 
any as agent at Folsom for a number 
of years. He sold life insurance on the 
side. Henry Eller, formerly an agent 
at Folsom, has become general agent at 
Marysville, Cal. 


Chas. Turnbull and J. B. Lashley 


Returning from a three-day tour of 
Virginia, A. M. Hopkins, manager of 
agencies of the Philadelphia Life, an- 
nounces the promotion by State Super- 
visor Wilkins of Charles Turnbull and 
John B. Lashley to the general agency 
at Lawrenceville, Va., embracing six 
counties. 








Life Agency Notes 


A. Leroy Clark, former Illinois Uni- 
versity football star and a member of 
the 1918 university team, has joined the 
Faltysek & Lininger agency of the 
Equitable Life of lowa in Chicago. 


Prof. A. G. Gainey, for several years 
executive secretary of the Mississippi 
state board of education, has resigned to 
become special agent for the Reliance 
Life of Pittsburgh. He will operate in 
Jackson, Miss., territory. 


Linton Talks on Endowments 


M. Albert Linton, vice president and 
associate actuary, Provident Mutual 
Life, explained the theory and practice 
of endownments in an interesting ad- 
dres to the students of Wharton School, 
University of Pennsylvania, Monday 
evening, Dec. 10. 


Arranges for Its School 


The Bankers Life of Des Moines an- 
nounces that it will hold its next gen- 
eral school of instruction for its sales- 
men at Montreal, Canada, Aug. 11-13. 
Qualifications for attendance at the 
school will be based on the production 


for the 18 months period from Dec. 11, 
1922, to June 15, 1924. 


The school ses- 


sions will be continued for member- 
ship in the President’s Gold Medal Club 
of the company at a meeting to be held 
at Halifax, N. S., and on the return 
from the meeting at Halifax the mem- 
bers of the Gold Medal Club will travel 
through the famous Evangeline coun- 
try en route from Halifax to Yarmouth. 
From Yarmouth the school group will 
return by boat to Boston. 


American Life Convention 


The date for the next convention of 
the American Life Convention was set 
as the week of Oct. 13 at a meeting of 
the executive committee in New York 
last week. The legal section will meet 
Oct. 13-14 and the American Life Con- 
vention will begin its sessions Oct. 15. 
Local details and convention headquar- 
ters for the meeting, which will be in 
New Orleans, La., will be left in the 
hands of Dr. E. G. Simmons, vice-presi- 
dent of the Pan-American Life of New 
Orleans. 





Life Insurance Companies 


If you are interested in a general 
agency in Indiana, producing yearly 
half a million paid for business, Address 
G-62, care The National Underwriter. 








HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 
Premiums received during the year 1922.$ 17,369,835 
Payments to Policyholders and their 
beneficiaries in ws Claims, Endow- 
te 


ments, Dividends, Etc............... 5,400,769 
Amount added to the Insurance Reserve 
i spenecocevegesstebeussoccesce 2,206,762 
Net Interest Income from Investment.. 2,110,922 
— 352 im excess of the emount 
fred to maintain the reserve. 
Actual mortality experience S287 % of 
the amount expected. 
Insurance in Force............dsseees+ 232,163,052 
Admitted Assets .........cccccceceeese 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 oa — Nat. Bank 


uildin 
CINCINNATIO OHIO 





HOYT W. GALE 
General Manager for Northern Ohie 
229-233 Leader-News Building 
CLEVELAND, OHIO 














California 
CALLS YOU 


to come and live a prosperous and 
happy life in the Sun-Kissed, ocean- 
washed, mountain-girded Lane of 
Enchantment, on the golden shore of 
peace. Every day is a galaxy of joys, 
the climate is like the breath of love, 
and truly it is here in this wonderland 
that you will find the gold at the end 
of the rainbow. The insurance busi- 
ness is 30% better and 75% EASIER 
TO WRITE here than in the old, 
conservative, less-progressive country 
where you now are. If you want to 
live in this magic land, building a 
prosperous business of your own un- 
der a big FIRST YEAR and LONG 
RENEWAL commission _ contract 
with the high-powered SUNKIST 
agency of the CENTRAL LIFE 
ASSURANCE SOCIETY, DES 
MOINES, IOWA, that furnishes you 
live prospect leads, financial assist- 
ance, interested and helpful encour- 
agement, and TEACHES you 
SALESMANSHIP write at once to 


WM. H. CARTER, GENERAL 
AGENT 

1115 Lane Mortgage Bldg., 

Los Angeles, California. 


(Honestly It’s The Best Policy) 






































eee 


00-2 Horm cto 


wee 
ow 
~ 














December 13, 1923 


LIFE INSURANCE EDITION 


17 














NEWS ABOUT 


LIFE POLICIES 








Policy | Literature, Rate 
Digest” and “‘Little Gem,” 
PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Books, etc. Supplementing 
Published Annually in May and April respectively. 


the “Unique Manuai- 

















MUTUAL LIFE NEW DIVIDENDS 


Schedule for 1924 Announced by New 
York Company, Showing 15 
Percent Increase. 


The Mutual Life of New York has 
published its new 1924 dividend sched- 
ule, showing an average increase of 15 
percent over the 1924 schedule. This 
new schedule, which shows greatly re- 
duced net cost throughout, is as fol- 
lows at five-year intervals per $1,000: 


Ordinary Life 





ie cos 2D 25 30 35 45 55 
Policy 
Year g $ $ $ $ $ 
eae 4.33 4.79 5.37 6.11 8.39 12.61 
i  aapats 4.98 5.47 6.08 6.87 9.27 13.69 
pete 5.03 5.55 6.20 7.03 9.57 14.17 
Spee 5.09 5.64 6.32 7.20 9.87 14.65 
er 5.15 5.73 6.45 7.38 10.18 15.13 
eee 5.21 5.83 6.59 7.56 10.49 15.61 
| yee 5.28 5.93 6.73 7.75 10.81 16.09 
peers 5.36 6.03 6.87 7.95 11.13 16.58 
ee 5.43 6.14 7.03 8.15 11.46 17.05 
ie scaanl 5.51 6.26 7.18 8.36 11.79 17.53 
«seus 5.60 6.38 7.35 8.57 12.13 18.00 
ee» 5.69 6.51 7.52 8.79 12.47 18.47 
pee 5.88 6.74 7.79 9.12 12.91 19.03 
Oe geady 6.08 6.97 8.07 9.45 13.35 19.58 
OD césan 6.29 7.22 8.36 9.79 13.79 20.13 
a ctiww ** 7.46 8.65 10.13 14.23 20.66 
Ot saa ** §©7.72 8.95 10.48 14.68 21.19 
20 Payment Life 
Age 20 25 30 35 45 655 
Policy 
Year £ $ $ $ $ $ 
ia rai 5.57 6.04 6.61 7.35 9.48 13.33 
ls Dei 6.37 6.87 7.49 8.26 10.50 14.50 
a ane 6.59 7.12 7.77 8.59 10.94 15.08 
Pepe 6.81 7.38 8.06 8.93 11.39 15.66 
Dt widpam 7.04 7.64 8.37 9.28 11.85 16.25 
dino iectied 7.29 7.92 8.69 9.64 12.33 16.84 
| eee 7.54 8.21 9.02 10.02 12.82 17.45 
camel 7.81 8.51 9.36 10.41 13.32 18.06 
aD sal acti 8.08 8.83 9.72 10.82 13.83 18.67 
Se cs cod 8.37 9.15 10.09 11.24 14.36 19.30 
ers dae 8.67 9.49 10.48 11.67 14.90 19.93 
a é<aad 8.98 9.85 10.88 12.13 15.45 20.58 
See 9.41 10.32 11.39 12.69 16.12 21.34 
 cieirih 9.85 10.80 11.92 13.28 16.81 22.11 
eee. 10.30 11.30 12.47 13.88 17.51 22.90 
ee ** 11.81 13.03 14.49 18.23 23.71 
OY sl eaie ** 12.34 13.61 15.13 18.98 24.55 
20 Year Endowment 
esse OO 25 30 35 45 55 
Policy 
Year g $ $ 3 $ 
ee 6.94 7.29 7.73 8.30 10.06 13.59 
geet: 8.04 8.40 8.85 9.42 11.22 14.81 
iis date 8.57 8.94 9.39 9.97 11.79 15.45 
4 9.12 9.49 9.95 10.53 12.38 16.09 
Paes 9.70 10.07 10.53 11.12 12.99 16.75 
cued 10.29 10.66 11.13 11.72 13.62 17.42 
iss oad 10.91 11.29 11.75 12.36 14.27 18.10 
ae 11.55 11.93 12.40 13.01 14.94 18.79 
9 -12.24 12.61 13.08 13.69 15.63 19.49 
Pree 12.94 13.30 13.78 14.40 16.35 20.21 
| eRe 13.66 14.03 14.51 15.13 17.08 20.94 
ee 14.42 14.79 15.27 15.89 17.85 21.70 
a 15.30 15.67 16.16 16.78 18.74 22.58 
bear 16.21 16.59 17.08 17.70 19.66 23.49 
I a gi 17.16 17.54 18.03 18.66 20.61 24.44 
16* ** 19.86 20.20 20.65 22.24 25.70 
17* *¢ 20.88 21.22 21.68 23.27 26.74 
15 Payment Life 
25 30 35 45 55 
$ g $ $ $ $ 
.29 6.82 7.47 8.26 10.52 14.42 
19 7.76 8.45 9.29 11.67 15.72 
8.11 8.84 9.74 12.25 16.44 
83 8.47 9.25 10.20 12.84 17.18 
. 8.85 9.68 10.68 13.46 17.93 
x 9.25 10.12 11.18 14.09 18.70 
; 9.65 10.58 11.70 14.74 19.48 
8 9.26 10.08 11.06 12.24 15.41 20.29 
9 - 9.65 10.52 11.55 12.79 16.10 21.11 
apes 10.07 10.98 12.07 13.37 16.82 21.96 
. Barre 10.49 11.46 12.60 13.97 17.56 22.84 
SP ec a 10.94 11.96 13.16 14.59 18.32 23.75 
a 11.51 12.57 13.84 15.33 19.21 24.81 
14 -12.09 13.21 14.54 16.10 20.13 25.91 
15 12.69 13.87 15.26 16.90 21.09 27.06 
4 6.72 7.35 8.07 8.88 10.67 12.43 
it 6.84 7.49 8.23 9.05 10.85 12.59 
10 Payment Life 
Age ... 20 25 30 35 45 55 
Olicy 
‘ear _$ $ $ $ £ $ 
E avece 7.79 8.44 9.21 10.15 12.74 16.96 
2 sees, 8.88 9.58 10.41 11.42 14.18 18.59 
se 9.39 10.14 11.03 12.11 15.05 19.65 
: Diwata 9.91 10.72 11.68 12.83 15.95 20.75 
B eseee 10.46 11.33 12.35 13.58 16.88 21.88 
D6 s0ics 11.03 11.96 13.05 14.36 17.85 23.04 
Teese 11.62 12.61 13.77 15.16 18.85 24.25 
: -12.24 13.29 14.53 16.00 19.88 25.51 
wot 12.87 13.99 15.30 16.87 20.95 26.83 
+ Pee 13.54 14.72 16.12 17.77 22.07 28.21 
t - 6.17 6.72 7.35 8.07 9.76 11.57 








Age 20 25 30 35 45 55 
Policy 
Year $ $ $ $ $ $ 
12t - 6.27 6.84 7.49 8.23 9.94 11.75 
13f - 6.38 6.96 7.63 8.39 10.12 11.92 
147 - 6.49 7.09 7.77 8.55 10.30 12.09 
15t - 6.60 7.22 7.92 8.72 10.48 12.26 
16+ - 6.72 7.35 8.07 8.88 10.67 12.43 
17t - 6.84 7.49 8.23 9.05 10.85 12.59 
15 Year Endowment 
25 30 35 45 55 
$ $ $ $ 
8.48 8.87 9.33 9.91 11.68 15.06 
-26 10.72 11.30 13.10 16.51 
11.07 11.54 12.13 13.94 17.38 
11.92 12.39 12.99 14.81 18.27 
12.80 13.28 13.87 15.71 19.19 
13.72 14.20 14.80 16.65 20.13 
14.67 15.15 15.75 17.62 21.11 
15.65 16.14 16.75 18.62 22.11 
16.68 17.17 17.78 19.66 23.15 
17.75 18.24 18.86 20.74 24.24 
18.85 19.35 19.97 21.87 25.37 
20.00 20.51 21.13 23.04 26.57 
21.30 21.81 22.44 24.36 27.93 
22.65 23.16 23.80 25.75 29.37 
24.04 24.56 25.21 27.20 30.92 
10 Year Endowment 
Age ... 20 25 30 35 45 55 
Policy 
Year $ $ $ $ $ $ 
a. seees 11.65 12.11 12.62 13.25 15.12 18.51 
S «sescee 13.60 14.05 14.57 15.21 17.09 20.48 
SB ceces 14.99 15.45 15.97 16.61 18.50 21.90 
] ceccs 16.44 16.90 17.42 18.07 19.97 23.38 
esas 17.94 18.40 18.93 19.58 21.50 24.91 
BS «sesec 9.49 19.96 20.50 21.15 23.08 26.50 
7 .e.e-21.11 21.59 22.12 22.79 24.73 28.16 
BS «cess 22.79 23.27 23.81 24.48 26.44 29.91 
D scces 24.59 25.02 25.57 26.25 28.23 31.74 
BD. acoce 26.40 26.84 27.39 28.08 30.09 33.69 





*1907 premium rate; see 1923 annual 
dividend leaflet. 

**Premium at age 21 at issued charged, 

TPaid up. 





CONNECTICUT MUTUAL SCALE 





New Dividend Schedule for 1924 An- 
nounced, Showing Increase of 
About Nine Percent 


The Connecticut Mutual Life has an- 
nounced its new dividend schedule for 
1924, showing an average increase of 
nine percent over the 1923 schedule. An 
increase in the rate of interest allowed 
on dividend accumulations and deferred 
settlements has also been made, being 
raised from 4.6 percent to 4.7 percent. 


A few illustrations of the proposed 
scale per $1,000 are as follows: 
Age 20 Age 35 Age 50 
Ordinary Life 
Year 1923 1924 1923 1924 1923 1924 
3.25 3.60 4.06 4.46 5.90 6.42 
5.... 3.68 4.05 4.84 5.27 7.33 7.90 
10 4.30 4.71 5.93 6.42 9.16 9.84 
20 5.84 6.33 8.52 9.15 12.79 13.66 
20 Payment Life 
1.... 3.42 3.82 3.98 4.43 65.06 5.61 
5.... 4.40 4.86 5.31 5.83 6.91 7.55 
10.... 5.84 6.37 7.25 7.86 9.42 10.10 
20.... 9.60 10.33 12.20 13.07 15.51 16.60 
20 Year Endowment 

Zocoe GO 6.50 6.23 6.64 6.95 7.38 
5.... 8.50 8.72 8.34 8.86 9.13 9.68 
10....11.31 11.98 11.43 12.11 12.19 12.89 
20. .19.53 20.62 19.64 20.74 20.26 21.37 


(The first dividend is contingent upon 
payment of the second annual premium.) 


St. Louis Mutual Life 


The St. Louis Mutual Life which is on 
the net level premium reserve standard 
will change on Jan. 1 to the modified 
preliminary term basis, according to 
the Illinois standard. The company is 
now considering broadening its disabil- 
ity clause and providing the double in- 
demnity feature in case of accicentas 
death, 





Bankers Life of Iowa 


The Bankers Life of Des Moines has 
decided to liberalize its practice with 
respect to the acceptance of female over- 
weight risks. It will hereafter consider 
such cases if acceptable 
spects. 


in other re- 





siaaeeai LATEST! POLICIES AND AGENCY CONTRACT 


“SAFE AS A GOVERNMENT BOND’ 


©) The OHIO STATE LIFE 


MONTHLY INCOME INSURAD 
FOR FACTS 


LIFE, HEALTH, ACCIDENT > 


Openings O80, IND. KY. MICH. and W.VA Write Cobembas 








° ° ° ° 
Acacia Mutual Life Association 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $140,000,000.00 Assets over $8,000,000.06 
We issue all Standard Forms of Old Line Reserve Policies at Net 

Master y- 





pera’ 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 











OF OES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 


Condition on December 31, 1922: 


OE. ccc tnnnwwaes heucedadeiibeséscabeanns sskacausaued@uee $ 32,633,933.05 
EE RS Ee REE ene ee eee ee: 28,512,821.50 
Capital and Surplus Seer eee esses eeeeeessesesesee erscecseces 4,121,111.55 
ER a ener ba wabesintbbde 230,322,1 
Payments ro Policyholders 2 ee ne eta eee 2,331,155.50 
Total Payments to Policyholders since Organization ........... 30,051,860.92 


JOHN G. WALKER, President 











THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "peje" Pittsburgh, Pa, 














TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 


Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 
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corporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
GEORGE H. TUCKER, President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representa- 
tives to develop and hold their business. 

Its policy contracts give to each individual insurer full protection, safe-guarding, 


at same time, the interest of all policyholders. 
JOHN BARKER, Vice-President FREDERIC H. RHODES, Vice-President 


























Are you interested in liberal First Year Commissions? 

Are you interested in non-forfeitable renewals? 

Are you interested in a direct Home Office contract? 

Are you interested in close co-operation and assistance? 

If you can show a clean record and wish to locate in the fol- 
lowing territory: Missouri, Illinois, Minnesota, Texas, Okla- 
homa, Kansas, Ohio, West Virginia, 


Get busy at once, write 


FRANK W. ENGEL, Agency Manager 


American National Assurance Company 


St. Louis, Missouri 

















> to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘“‘Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. $1.56 The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. nt 











JOHN HANCOCK’S 1924 RETURNS 


New Schedule Has Been Published by 
Company, Showing Increase of 
10 Percent. 


The John Hancock Mutual Life has 
announced its 1924 dividend schedule, 
which shows an increase of about 10 
percent over the present schedule. The 
new dividends which will be paid in 
1924, at five-year intervals, are as fol- 
lows per $1,000: 


Ordinary Life 
Age. 21 25 30 35 40 55 
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Age. 21 25 30 35 40 55 
Year 

Issued $ $ $ $ $ g 
1905. 12.28 18.35 13.49 13.66 13.90 15.67 
1904. 13.82 13.90 14.04 14.21 14.46 16.26 


19 Payment Life 


Age. 25 30 35 40 45 55 
Year 


$ $ 
Pedy 43 32°34 35°91 40.37 46.11 64.04 
1923. 3.8 4.01 4.22 4.49 4.83 5.91 
1922. 3.95 4.16 4.39 4.68 5.04 _ 6.17 
1921 4.09 4.31 4.55 4.87 5.267 6.45 
1920 4.23 4.46 4.73 5.06 5.48 6.73 
1919 4.38 4.61 4.91 5.27 5.71 17.00 
1918. 4.53 4.79 5.10 5.48 5.95 7.29 
1917 4.68 4.96 5.29 5.70 6.19 7.58 
1916 4.84 5.14 5.50 5.93 6.45 7.87 
1915 56.01 5.33 5.71 6.17 6.70 8.17 
1914 5.18 5.53 5.92 6.40 6.97 8.48 


15 Payment Life 
Age. 25 30 35 40 45 55 
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10 Payment Life 
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1902 


Sumner M. Cross 
President 





Attractive 
General 
Agency 
Offerings 
in Ohio, 
Indiana and 
Kentucky 
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Age. 25 30 35 40 45 55 


Year 

Issued $ $ $ g s 3 
1919. 7.92 7.94 7.98 8.04 8.15 8.71 
1918 8.38 8.40 844 849 8.60 9.15 
1917 8.85 8.87 8.91 8.97 9.08 9.60 
1916 9.35 9.36 9.40 9.46 9.57 10.08 
1915 9.86 9.89 9.93 9.98 10.08 10.57 
1914. 10.40 10.42 10.47 10.51 10.61 11.10 


10 Year Endowment 
Age. 25 30 35 40 45 55 


Year 

Prm .105.25 105.74 106.42 107.45 109.13 117.00 
- 8.75 8.78 8.80 8.85 8.93 9.35 

1922. 9.40 9.43 9.45 9.49 9.57 9.98 


1921. 10.08 10.10 10.12 10.16 10.24 10.64 
1920. 10.78 10.80 10.82 10.86 10.94 11.33 
1919. 11.52 11.54 11.56 11.60 11.67 12.05 
1918. 12.29 12.30 12.33 12.37 12.43 12.80 
1917. 13.09 13.11 13.12 13.17 13.23 13.59 
1916. 13.93 13.94 13.96 14.00 14.07 14.41 
1915. 14.80 14.82 14.84 14.87 14.94 15.30 
1914. 15.71 15.73 15.75 15.79 15.86 16.23 


5 Year Term 
Age. 25 30 35 40 45 50 


Issued $ $ $ $ $ $ 
Prm. 11.01 11.71 12.71 14.2 16.78 21.36 
1923 2.63 2.66 2.72 2.79 2.93 3.19 
1922 2.63 2.67 2.72 2.79 2.93 3.20 
1921 2.63 2.67 2.72 2.80 2.94 3.20 
1920 2.63 2.67 2.72 2.80 2.94 3.22 
1919 2.63 2.67 2.72 2.79 2.94 3.20 
10 Year Term 

Age. 25 30 35 40 45 50 
Year 

Issued $ $ $ $ $ $ 
Prm. 11.23 12.03 18.23 15.15 18.50 24.34 
1923. 2.65 2.69 2.75 2.86 3.04 3.38 
1922 2.65 2.69 2.76 2.87 3.05 3.42 
1921 2.66 2.69 2.77 2.87 3.08 3.45 
1920 2.66 2.70 2.77 2.88 3.08 3.47 
1919 2.66 2.70 2.78 2.89 3.10 3.50 
1918 2.66 2.70 2.77 2.89 3.10 3.51 
1917 2.66 2.70 2.78 2.89 3.10 3.51 
1916 2.66 2.70 2.78 2.89 3.11 3.51 
1915 2.66 2.70 2.77 2.89 3.09 3.49 
1914 2.66 2.69 2.76 2.88 3.08 3.46 





Massachusetts Mutual 


The Massachusetts Mutual Life has an- 
nounced new policy limits, effective 
Jan. 1. On life and endowment plans 
the companies will now write $100,000 on 
rated ages 14-20; $200,000 on ratéd ages 
21-50; $150,000 on rated ages 651-55; 
$100,000 on rated ages 56-60; and $20,000 
on rated ages 61-65. On term insurance 
the present limits will remain, $50,000 
on ages 20-55 and $20,000 on ages 56-60. 
No change will be made in the limit of 
total disability benefits to be granted, 
$25,000 being the largest amount of in- 
surance that can carry this benefit. 
Waiver of premium, however, may be 
applied for in connection with the full 
amount of insurance, provided the ap- 
plicant is 21 or over, 


Philadelphia Agency Organized 


Underwriters connected with the E. J. 
Berlet agency in Philadelphia last week 
organized the Guardian Life Fellow- 
ship, the first objective of which is the 
establishment of a life insurance library 
at the agency headquarters. Officers 
were elected as follows: Manager E. J. 
Berlet, honorary president; J. Ellwood 
Barrett, president; Ralph De Lucia, vice 
president; P. M. Lengel, secretary; Miss 
A. Flomen, treasurer; E. W. Emmons, 
librarian, and Miss M. B. Cooper and 
George B. Donnelly, associate librarians. 





Enlarges Chicago Office 


The Chicago branch office of the Mu- 
tual Life of Illinois has moved its head- 
quarters to the eleventh floor, 20 East 
Jackson boulevard. The business of the 
Chicago agency has been growing so 
Tapidly that it was necessary to seek 
larger and more centrally located 
quarters, There are about 15 men in 
this agency under Division Manager A. 

- Reed. The company is contemplat- 
ing an intensive campaign in Chicago 
in 1924, and expects to materially in- 
crease its premium income there. 


New Missouri Assessment Company 


A decree of incorporation has been 
Branted to the National Aid Association 
of Kansas City, Mo., established to issue 
life and casualty insurance on the as- 
nent plan, The incorporators claim 
| ce $100,000 in business from 100 
bo erent persons and have secured a cer- 

cate from the Missouri insurance de- 

partment, 
Ped officers of the association are: 
— W. Hafer, president and treas- 
Kan, (now farm loan manager of the 
— City Prudential branch); his son, 
B mas E. Hafer, secretary, and Harold 
. Neibling, general counsel. 














MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service te the Publie 
Operates under the Famous “Registration Act’”’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pras. and Actuary DR. J. R. NEAL, Seo. 














AMERICAN 
CENTRAL 





LIFE 


Insurance Co. 


INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 











STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 
Indianapolis, Indiana 
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Capital $200,000 





T= life insurance agent who wishes 
to obtain the representation of a 
reliable and preeminently honest com- 
pany will find The Gem City Life 
admirably suited to his needs. The Gem 
City will equip its agents to write all 
forms of personal protection and in one 
good strong company. 

There are exceptionally good oppor- 


tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 
I. A. Morrissetr, Vicz-Pres. 


DAYTON, OHIO 























CENTRAL STATES LIFE 





INSURANCE COMPANY 





SAINT LOUIS 














All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 

Prompt Service 





Excellent territory for General Agencies 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
California :: 33 $3 3 






































New York Life 1924 Dividend Schedule 


HE New York Life has announced 

its new dividend schedule applicable 
to payments made in 1924, the new scale 
showing an increase of from 20 to 30 
percent, according to the policy form 
and policy year. The majority of the 
cases show an increase of about 27 per- 
cent. The company’s fifth, 10th and 
15th year extra dividends make the most 
favorable showing in net cost for those 


three years and greatly reduced the 15- 
year average. On ordinary life at age 35, 
the 5th year dividend is now $9.27, the 
10th year dividend, $17.36 and the 15th 
year dividend $21.34. The company’s 
complete 1924 dividend schedule given 
in full for the three principal forms and 
at five-year intervals for the other 
forms, is as follows, per $1,000 for a 15- 
year showing: 





ORDINARY LIFE 


Age. 15 16 17 18 19 20 21 22 23 24 25 26 
ear : 
2....$4.08 $4.13 $4.18 $4.21 $4.25 $4.31 $4.37 $4.45 $4.52 $4.61 $4.69 $4.7 
S.rce 625 4.20 4.24 4.29 4.34 4.40 4.47 4.55 4.63 4.73 4.82 4.92 
4 4.23 4.28 4.33 4.37 4.42 4.51 4.57 4.66 4.76 4.86 4.96 5.07 
Besce Ge 4.35 4.40 4.46 4.52 4.61 4.69 4.79 4.89 5.00 5.11 5.22 
Extra 1.74 1.77 1.81 1.84 1.88 1.92 1.96 2.01 2.05 2.10 2.15 2.20 
6 4.37 4.44 4.49 4.57 4.63 4.73 4.81 4.92 5.03 5.15 5.27 5.39 
7 4.45 4.52 4.60 4.66 4.74 4.84 4.94 5.06 5.17 5.31 5.42 5.55 
8 4.54 4.62 4.70 4.77 4.87 4.97 5.08 5.21 5.33 5.46 5.59 5.71 
9 4.64 4.73 4.81 4.90 4.99 5.11 5.23 5.35 5.48 5.62 5.74 5.87 
10.... 4.74 4.83 4.92 5.03 5.13 5.25 5.37 5.50 5.64 5.77 5.90 6.03 
Extra.10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
EBcoce G06 4.95 5.05 5.16 5.27 5.40 5.53 5.66 5.79 5.93 6.06 6.19 
Beccce GUE 5.07 5.18 5.30 5.41 5.55 5.68 5.81 5.94 6.09 6.22 6.35 
13 5.09 5.20 5.33 5.45 5.56 5.70 5.84 5.97 6.11 6.25 6.38 6.52 
BOecce Gee 5.35 5.47 5.59 5.72 5.86 5.99 6.13 6.26 6.41 6.55 6.67 
15 5.37 5.50 5.62 5.75 5.87 6.01 6.15 6.28 6.42 6.57 6.79 6.84 


Extra.20.00 20.00 20.00 20.00 20.00 20.00 20.00 20.00 20.00 20.00 20.00 19.00 
ORDINARY LIFE 


Age... 27 28 29 30 31 
Year 


2....$4.89 $5.01 $5.12 $5.26 $5.38 $ 
3.... 5.04 5.17 5.28 5.43 5.5 
4.... 5.21 5.33 5.45 5.60 5.72 
5.... 5.36 5.50 5.61 5.76 5.89 
Extra. 2.26 2.31 2.37 2.44 2.50 
6.... 5.53 5.66 5.77 5.93 6.06 
Tocce 5.69 5.82 5.95 6.10 6.22 
8.. 5.84 5.98 6.11 6.26 6.40 
9.. 6.01 6.15 6.27 6.44 6.56 
20:... 6.17 6.31 6.45 6.61 6.74 
Extra.10.00 10.00 10.00 10.00 10.00 1 
11.... 6.33 6.47 6.61 6.77 6.90 
12 6.50 6.64 6.78 6.94 7.07 
13 6.66 6.81 6.95 7.10 7.25 
14 6.83 6.97 7.11 7.28 7.42 
15.... 6.99 7.14 7.28 7.46 7.60 
Extra.18.00 17.00 16.00 15.00 15.00 1 


Age.. 39 40 41 42 43 
Year 
2....$6.51 $6.68 $6.82 $6.99 $7.18 $ 
Sscon We 6.86 7.02 7.19 7 
4.... 6.89 7.06 21 7.40 7.59 
as | 7.26 7.41 7.61 7.81 
Extra. 3.19 3.30 3.42 3.54 3.67 
Gocae Bee 7.45 7.63 7.81 8.04 
Beceem 7.66 7.83 8.04 8.27 
ee 7.86 8.05 8.28 8.52 
Mesos Bae 8.08 8.27 8.51 8.77 
10.... 8.09 8.30 8.51 8.76 9.02 
Extra.10.00 10.00 10.00 10.00 10.00 
Bhccce Ome 8.53 8.75 9.00 9.27 
12 8.53 8.77 8.99 9.26 9.53 
13 8.76 9.01 9.24 9.51 9.80 1 


5.51 $5.66 $5.79 $5.92 $6.06 $6.20 $6.35 
5.68 5.83 5.97 6.10 6.25 6.3 6.54 
5.86 6.00 6.14 6.28 6.42 6.57 6.74 
6.02 6.17 6.32 6.46 6.61 6.75 6.92 
2.58 2.65 2.73 2.81 2.90 2.99 3.09 
6.19 6.34 6.49 6.64 6.79 6.93 7.10 
6.37 6.52 6.67 6.82 6.97 7.12 7.30 
6.54 6.70 6.85 7.00 7.16 7.31 7.48 
6.72 6.88 7.03 7.18 7.34 7.49 7.69 
6.89 7.04 7.20 7.36 7.52 7.69 7.89 
0.00 10.00 10.00 10.00 10.00 10.00 10.00 
7.06 7.22 7.38 7.54 7.72 7.89 8.09 
7.23 7.40 7.57 7.74 7.91 8.09 8.32 
7.41 7.58 7.76 7.93 8.11 8.31 8.53 
7.59 7.77 7.94 8.13 8.32 8.53 8.77 
7.77 7.95 8.14 8.34 8.54 8.76 8.99 
4.00 14.00 14.00 13.00 13.00 13.00 12.00 


01 8.24 8.48 8.74 9.01 9.30 9.63 
3.81 3.96 4.11 4.28 4.46 4.65 4.85 
8.25 8.49 9.02 9.30 9.60 9.94 


11.50 11.% 
0.09 10.40 10.73 11.09 11.45 11.87 12.3 
0.38 10.69 11.04 11.40 11.81 12.25 127 
0.66 11.00 11.34 11.76 12.18 12.62 13.10 
9.00 8.00 7.00 6.00 5.00 4.00 3.00 


ORDINARY LIFE 


BBGne coccecesecece 51 52 53 
Year 

a teenecececeoeue $9.01 $9.34 $9.69 $1 

Metendocsenssccade 9.32 9.67 10.02 1 

Reb aneeeceeoneeees 9.63 9.98 10.36 1 

inebehenbageeceuln 9.95 10.32 10.71 1 
errr 5.06 5.29 5.54 

Disndthebadtcoeusedes 10.27 10.67 11.06 1 

en eaness «060004600 10.60 11.01 11.43 1 

ee 10.94 11.35 ‘ 

Da dihdih che sneseeses 11.28 11.71 12.20 1 
nu eheeuceéeseens 11.63 12.11 12.61 1 
Serre 10.00 10.00 10.00 1 

Ceebesenseqececees 12.02 12.52 13.02 1 
BBs coecesosseeseees 12.41 12.92 13.43 1 
Bbc ceticoeceossueee 12.80 13.31 13.83 1 
BGcccccoceccenseces 13.19 13.71 14.23 1 
Bias ncestesscenesse 13.57 14.09 
WAT Rsc cccccccesece 2.00 1.50 


eee 
aie 
Extra.10.00 10.00 10.00 10.00 10.00 10. 
11.... 7.40 7.51 74 


7.62 7. 7.86 
12 7.70 7.81 7.94 8.06 8.20 
13 8.01 8.14 8.28 8.39 8.53 
14 8.33 8.47 8.61 8.74 8.89 


15.... 8.67 8.82 8.96 9.10 9.24 


Extra.17.50 17.50 17.50 17.50 17.50 17. 


13.3 15.19 15.76 16.37 17.01 17.68 18.38 19.12 





54 55 56 57 58 59 60 


0.05 $10.44 $10.86 $11.32 $11.84 $12.35 $12.98 
0.41 10.81 11.25 11.73 12.25 12.85 13.49 
0.76 11.18 11.65 12.14 12.73 13.34 14.00 
1.13 11.57 12.04 12.60 13.20 13.83 14.50 
5.80 6.07 6.37 6.68 7.02 7.38, 7.77 


2:72 13.25 13.83 14.43 15.08 15.75 16.4 
3.14 13.68 14.27 14.88 15.54 16.21 16.93 
0.00 10.00 10.00 10.00 10.00 10.00 10.00 


20-PAYMENT LIFE 


22 23 24 25 26 
$5.67 $5.75 $5.82 $5.91 $6.02 
5.91 6.00 6.08 6.18 6.30 
6.16 6.26 6.35 6.47 6.60 
6.42 6.54 6.64 6.77 6.89 
3.03 3.08 3.13 3.18 3.24 
6.71 6.83 6.93 7.06 120 
7.00 7.13 7.24 7.37 18 
7.31 7.44 17.56 7.70 1.8 
7.62 7.76 7.89 8.02 8&1! 
7.94 8.09 8.21 8.35 8.60 
0.00 10.00 10.00 10.00 10.00 10.00 10.00 
8.01 8.13 8.28 8.43 8.55 8.70 88 
8.34 8.47 8.63 8.77 8.90 9.04 92 
860 8.82 8.97 9.18 9.25 9.40 98 
9.05 9.17 9.33 9.49 9.61 9.77 9% 
9.41 9.53 9.69 9.86 9.99 10.15 10.3 
7.50 17.50 17.50 17.50 17.50 17.50 165 


20-PAYMENT LIFE 


Age.. 27 28 29 30 31 


32 33 34 35 36 37s 8 


r 
$6.13 $6.24 $6.36 $6.48 $6.62 $6.75 $6.88 $7.02 $7.13 $7.27 $7.42 1 


6.71 683 6.97 7.10 7.22 


¥ 
8... 6.42 6.53 6.67 6.79 6.91 
5.... 7.02 7.14 7.28 7.40 7.54 


7.05 7.20 7.32 7.44 7.58 7.73 oie 
7.36 7.60 7.63 7.76 7.91 8.05 & 


7.68 7.82 7.96 ' 8.09 8.23 8.38 
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Age... 27 28 29 30 31 32 33 34 
Year 
Extra. 3.29 3.35 3.41 3.48 3.54 3.61 3.68 3.76 
6.... 7.38 7.46 7.60 7.73 7.86 8.00 815 8.29 
7.... 7.65 7.77 7.93. 8.04 $8.18 833 848 8.63 
8.... 7.97 810 825 8.37 853 866 882 8.96 
6... Be |G: CUS COS | OT CCC 
10.... 865 8.77 8.93 9.07 9.22 9.87 9.52 9.67 
Extra.10.00 10.060 10.00 10.00 10.00 10.00 10.00 10.00 
11.... 898 9.12 9.28 9.43 9.57 9.72 9.90 10.05 
12 9.34 9.49 9.64 9.79 9.94 10.10 10.27 10.44 
13 9.71 9.86 10.02 19.16 10.33 10.50 10.67 10.84 
14....10.09 10.24 10.40 10.56 10.72 10.90 11.08 11.26 
15....10.47 10.63 10.80 10.96 11.13 11.31 11.51 11.70 
Extra.15.50 14.50 13.50 12.50 11.50 11.00 11.00 10.00 
20-PAYMENT LIFE 
Age 39 40 41 42 43 44 45 46 
Year 
2....$7.69 $7.84 $7.98 $8.13 $8.29 $8.44 $8.61 $8.78 
epee as to es as es ee Se he ST 
4.... 833 848 864 8.79 8.96 9.13 9.32 9.51 
S..-. S0F 889 698 6.34 9.38 852 S70 9.90 
Extra. 4.18 4.28 4.38 4.49 4.60 4.72 4.85 4.99 
Res 9.01 9.17 9.33 9.51 9.69 9.89 10.08 10.30 
os 9.36 9.53 9.70 9.88 10.08 10.29 10.49 10.72 
8... 9.74 9.90 10.08 10.28 10.49 10.70 10.91 11.15 
9....10.11 10.30 10.49 10.69 10.91 11.13 11.36 11.60 
10....10.51 10.71 10.90 11.11 11.34 11.56 11.80 12.06 
Extra. 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
.2+-10.92 11.13 11.34 11.56 11.79 12.03 12.28 12.53 
12 .11.85 11.57 11.78 12.02 12.26 12.50 12.76 13.03 
13....11.80 12.03 12.25 12.49 12.75 13.00 13.27 13.56 
14....12.27 12.51 12.75 12.99 13.25 13.53 13.80 14.10 
15....1277 13.00 13.26 13.51 13.79 14.07 14.35 14.65 
Extra. 9.00 9.00 8.00 8.00 7.00 6.00 5.00 4.00 
20-PAYMENT LIFE 
53 54 55 56 
$10.50 $10.81 $11.15 $11.54 
10.93 11.24 11.61 12.01 
11.38 11.70 12.08 12.49 
11.83 12.17 12.56 12.98 
6.21 6.43 6.67 6.93 
12.30 12.65 13.05 13.53 
12.78 13.14 13.60 14.08 
13.28 13.69 14.15 14.64 
13.83 14.25 14.72 15.21 
14.40 14.82 15.29 15.79 
10.00 10.00 10.00 10.00 
14.97 15.40 15.87 16.37 
15.56 15.98 16.46 16.96 
16.16 16.59 17.06 17.57 
16.77 17.20 17.68 18.19 
17.41 17.84 18.32 18.83 
20-YEAR ENDOWMEN 
Age. 15 16 17 18 19 20 21 22 
ea. 
2....$6.17 $6.23 $6.31 $6.35 $6.44 $6.51 $6.58 $6.64 
3.... 6.66 6.73 6.80 684 6.93 7.00 7.08 7.15 
4.... 7.16 7.22 7.80 7.34 7.43 7.52 7.59 7.66 
ee Se ee ek oe” ee et 
Extra. 4.78 4.79 4.80 4.82 483 4.85 4.86 4.88 
6 8.23 8.30 8.38 844 8.53 862 8.71 8.79 
7 8.80 8.87 8.96 9.02 9.12 9.21 9.29 9.37 
Ms 9.40 9.48. 9.55 9.61 9.72 9.81 9.90 9.99 
9....10.03 10.10 10.18 10.25 10.35 10.45 10.54 10.62 
10....10.67 10.75 10.84 10.91 11.01 11.12 11.21 11.29 
Extra.10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
11....11.84 11.43 11.52 11.59 11.70 11.80 11.89 11.97 
12 12.05 12.13 12.23 12.30 12.41 12.50 12.59 12.67 
13 12.78 12.86 12.96 13.03 13.14 13.24 13.32 13.39 
14 13.54 13.63 13.72 13.79 13.90 13.98 14.06 14.14 
15....14.33 14.41 14.51 14.58 14.68 14.76 14.85 14.92 
Extra.10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
20-YEAR ENDOWMENT 
Age.. 27 28 29 30 31 32 33 34 
Year 
2 ..$7.18 $7.31 $7.45 $7.59 $7.72 $7.85 $8.00 $8.12 
Z.... 098. 888 797 8.20 $823 $236 $850 8.63 
4.... 8.24 8.36 851 8.68 8.76 8.88 9.03 9.13 
5.... 8.79 8.92 9.05 9.16 9.29 9.41 9.55 9.66 
Extra. 4.97 5.00 56.02 5.04 5.07 5.10 5.13 5.16 
6.... 9.37 9.49 9.61 9.73 9.84 9.95 10.09 10.21 
7.... 9.96 10.07 10.20 10.30 10.41 10.53 10.65 10.77 
8....10.56 10.67 10.79 10.89 11.01 11.12 11.24 11.34 
9....11.18 11.29 11.40 11.51 11.61 11.72 11.84 11.94 
10....11.83 11.93 12.04 12.15 12.25 12.35 12.47 12.57 
Extra. 10.00 i ¥ Y i J 
11....12.49 . I x 9 ‘ : 
13....13.89 13. ‘ ‘ 2 : i } 
14.. 7 ; 4 k ¥ : . . 
15....15.41 15.49 15.60 15.69 15.80 15.90 16.02 16.12 
Extra. 9.00 8.50 8.00 7.50 7.00 650 6.00 6.00 
20-YEAR ENDOWMENT 
Age.. 39 40 41 42 43 44 45 46 
Year 
2....$8.81 $8.96 $9.09 $9.23 $9.37 $9.52 $9.67 $9.85 
Boece. OF 9.43 9.56 9.70 9.83 9.98 10.13 10.32 
Rinse a 78 9.92 10.04 10.19 10.33 10.47 10.63 10.82 
5....10.29 10.42 10.55 10.69 10.83 10.98 11.14 11.32 
Extra, 5.36 5.4 5.46 5.52 5.58 5.66 5.73 56.82 
¥..0.3L, ; s a ? : : 
9....12.52 v 5 . t ; i i 
10....13.15 13.29 13.41 13.56 13.71 13.87 14.03 14.23 
Extra.10.00 10.00 10.00 10.00 10.00 10.00 , 10.00 oye 
11....18.80 18.94 14.07 14.22 14.36 14.53 14.69 14.88 
12....14.48 14.62 14.75 14.90 15.06 15.21 15.38 15.58 
13....15.20 15.84 15.47 15.62 15.77 15.93 16.11 16.30 
i$ -15.95 16.09 16.22 16.38 16.53 16.70 16.86 17.07 
is -16.74 16.88 17.02 17.18 17.32 17.49 17.66 17.86 
xtra. 5.00 5.00 4.00 3.00 2.00 1.00 pares 
20-YEAR ENDOWMENT 
52 53 54 55 56 
$11.08 $11.34 $11. * $11.92 $13. 37 
2 11.57 11.83 12.11 12.43 
12.09 12.34 i363 12.96 i332 
12.61 12.88 13.17 13.50 13.86 
6.54 6.70 6.88 7.08 7.30 
13.16 13.43 13.72 14.05 14.47 
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LOS ANGELES 


“‘The City of Opportunities’’ 


Home of a million people. Each year brings over 100,000 more. Richest people 
in the world—per capita wealth $2,974; they invest their money as many broken 
sales records show. 
1918 
$1,547,065,051 
8,678,862 


1922 
$5,152,311,839 
121,206,787 
1,000,000 


BANK CLEARINGS 
BUILDING PERMITS 
POPULATION 


The first city in population on the Pacific Coast. 

The ninth city in industry in the United States. 

Leads the world in number of Automobiles per capita. 

The richest country in value of farm crops in America. 

The greatest lumber import port and the greatest oil export port in the United States. 
The richest country in value of farm crops in America. 

Logically located for South American, Oriental and Latin-American Trade. 

An ideal climate—both Summer and Winter. 

During the past year 1,500,000 people have visited Los Angeles. 


Come to Los Angeles to Live! 


Live here and enjoy the bountiful riches of Nature and work in an environment 
that is conducive to spirited selling activity—where, “things are humming” and 
progress made before your eyes. 

Join the Home Office Agency of the oldest and largest life insurance company on 
the Pacific Coast. The new Multiple Protection Policy that “pays 5-ways” is an 
“easy seller.” During October this agency wrote in eight counties over $7,000,000 
of new insurance. 


Pacific Mutual Life 


Pacific Mutual Building 


Los Angeles 


55 Years Old Assets $73,356,818.48 


JOHN NEWTON RUSSELL, Manager 








WANTED 
General Agent for Nebraska 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Liberal Contract to Right Man 
G. K. HENSHALL, Supt. of Agents 











The Connecticut Mutual 
Life Insurance Company 


Complete life insurance 
protection of a high char- 
acter based on seventy-~ 
seven years of success- 


ful public service. 


Hartford Connecticut 
Organized in 1846 











THE 


NATIONAL UNDERWRITER 


December 13, 1923 
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Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


We will consider applications of General 
Agents to open three new States the first 
of the year. 


Will offer contract that will appeal to real 
live agents to work Missouri Territory. 


Can use one field Superintendent on sal- 
ary and commission. 


Write 


Oo. L. HOLLAND 
Vice-Pres. and Agency Manager 


305 Reliance Building 


Kansas City, Missouri 


F. H. UEHLING 
President 

















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
iee, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 
mymous in the mind of the insuring public with all 

at is best in life insurance. During the seventy-two 
years of the Now) mb history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 











Nearly 134 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan.1,1913 Jan. 1, 1923 
ON EER: $ 6,695,921 $ 34,017,031 
Policies in Force... 432,711 1,403,546 
Insurance in Force 61,484,358 296,840,278 








Attractive ———- open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 





























Age « & 25 30 35 
Year $ $ $ $ 
i meant 7.32 8.28 9.04 9.89 
shares 7.73 8.81 9.62 10.50 
SO Seder 8.18 9.36 10.22 11.14 
BW. inoue 8.64 9.93 10.82 11.78 
Extra 4.46 5.17 5.62 15 
—eeE 9.11 10.52 11.45 12.46 
we peouk 9.60 11.13 12.10 13.16 
BR wense 10.12 11.76 12.77 13.88 
S: weane 10.67 12.41 13.47 14.64 
a? ween 11.23 13.07 14.18 15.42 
Extra 10.00 10.00 10.00 10.00 
Ewe ase 6.10 7.07 7.59 8.11 
ees 6.19 7.17 7.69 8.23 
a, nenae 6.28 7.27 7.79 8.33 
| or 6.37 7.39 7.90 8.45 
Be. scene 6.46 7.48 8.01 8.57 
15 Payment Life 
Age 15 25 30 35 
Year $ 3 $ 3 
S “6asae 5.95 6.70 (7.33 .8.04 
wh éeaae 6.21 7.05 7.72 8.44 
S cercse 6.50 7.42 8.12 8.87 
Dw asim 6.79 7.81 8.53 9.30 
Extra 3.30 3.84 4.18 4.59 
= 7.09 8.20 8.95 9.74 
cs ea 7.42 8.61 9.38 10.20 
ny «said 7.74 9.04 9.82 10.67 
D iscces 8.10 9.47 10.28 11.15 
aa 8.46 9.91 10.75 11.65 
Extra 10.00 10.00 10.00 10.00 
cui Ate 8.85 10.37 11.23 12.17 
rr 9.25 10.83 11.73 12.72 
Be sseee 9.68 11.31 12.25 13.28 
ae eoawe 10.12 11.82 12.79 13.89 
a? esée¥ 1057 12.33 13.35 14.51 
Extra ..15.00 15.00 10.00 6.00 
25 Payment Life 
Age 15 25 30 35 
Year $ $ $ $ 
a wee 4.88 5.47 6.01 6.62 
BS ssecse 5.02 5.69 6.26 6.86 
4 5.20 6.93 6.51 7.13 
rowe 5.35 6.17 6.76 7.39 
Extra 2.40 2.81 3.07 3.40 
Se secun 5.53 6.41 7.02 7.66 
, ee 5.71 6.66 7.28 7.93 
iD aeane 5.90 6.93 7.54 8.20 
D* s0eue 6.11 7.19 7.82 8.50 
ee 6.32 7.47 8.10 8.78 
Extra 10.00 10.00 10.00 10.00 
11 6.54 7.74 8.39 9.08 
12 ‘ 8.01 8.68 9.39 
13 f 8.30 8.97 9.70 
14 4 8.60 9.28 10.04 
15 57 8.89 9.59 10.39 
Extra 18.00 18.00 13.00 10.50 
30 Payment Life 
Age 15 20 25 30 
Year $ $ $ $ 
o sees 4.63 4.84 5.19 5.71 
S «tees 4.75 4.98 5.37 5.93 
S scare 4.89 5.14 5.57 6.14 
 wtvts 5.02 5.30 5.78 6.35 
Extra 2.19 2.36 2.56 2.82 
oe asenn 5.16 5.48 5.99 6.58 
Wipeaac 5.31 5.67 6.21 6.80 
eee 5.47 5.87 6.44 7.03 
swede 5.64 6.07 6.66 7.26 
ae. steaw 5.82 6.30 6.89 7.49 
Extra ..10.00 10.00 10.00 10.00 
SE spans 6.00 6.51 7.12 7.73 
Be eecee 6.20 6.75 7.35 7.97 
2 veces 6.41 6.98 7.59 8.22 
Be sencd 6.63 7.22 7.84 8.48 


Equitable of N. Y. 1 


HE Equitable Life of New York has 

issued its new dividend schedule, ap- 
plicable in 1924, showing an increase 
over the 1924 scale of from 15 to 20 
percent, depending on the policy form 
and age of policy. 
shows a marked increase over the past 
returns and brings the net cost 


1. rT 21 
Prem $19.62 
Year 
Basesoee 6.18 
— Pee 6.37 
Giwactse 6.57 
nti naes *10.79 
Gs nececa 6.99 
Tewcsceos 7.20 
eee enen 7.42 
Di woswes 7.65 
/ Sar 7.88 
ae 8.11 
- 8.35 
nw ens es 8.60 
see en 8.85 
ee 9.04 
a 9.23 
ewe sees 9.41 
ibis coe 9.60 
Ber ecese 9.79 
Ar 9.92 


22 
$20.06 


9.87 
10.01 


23 
$20.51 








56 57 58 59 
15.09 15.50 15.96 16.46 
15.72 16.13 16.59 17.08 
16.36 16.77 17.22 17.71 
17.02 17.42 17.87 18.35 
10.00 10.00 10.00 10.00 
17.69 18.09 18.53 19.01 
18.38 18.78 19.21 19.68 
19.10 19.49 19.91 20.37 
19.85 20.22 20.64 21.09 
20.63 21.00 21.41 21.85 
ss ff 8 2 
* * pe ttes 6.86 7.46 8.09 8.74 9.48 
11-84 14.79 | Extra ..18.50 18.50 18.50 13.50 11.00 
13:31 16.63 10 Year Endowment 
14.08 17. Age 15 25 30 35 45 
7.56 9.67 | year $ $ $ $ a 
14.91 18.61 / 9 |.... 9.80 11.33 12.39 13.58 16.16 
15.77 19.72 | 3 1.1. 11.00 12.56 13.63 14.79 17.35 
16.67 20.87) 4 1... 12.27 13.85 14.90 16.05 18.61 
17.62 22.09) 5 ..... 13.58 15.18 16.22 17.35 19.92 
18.60 23.36 | Extra ..10.06 10.27 10.41 10.59 11.10 
10.00 10.00 | ¢ ..... 14.94 16.56 17.59 18.71 21.31 
9.36 10.93] 7 ...., 16.36 17.99 18.99 20.12 22.76 
-50 11.10 TS enon ge 17.83 19.48 20.47 21.60 24.29 
9.64 11.26) 9 ...., 19.37 21.01 21.99 23.14 25.90 
9.79 11.42/10 ..... 20.97 22.59 23.59 24.75 27.60 
9.94 11.57 | Extra ..10.00 10.00 10.00 10.00 10.00 
15 Year Endowment 
45 55 2s 30 y os 
8.39 9.15 9.98 11.74 
anaes ithe 9.13 9.91 10.71 12.43 
10°59 13.44 9.92 10.68 11.46 13.17 
11:10 14.06 10.73 11.48 12.24 13.94 
572 757 6.69 6.80 6.95 7.45 
11.62 14°71 11.56 12.30 13.05 14.74 
1218 15.43 12.43 13.15 13.89 15.58 
12°74 16.16 13.33 14.03 14.75 16.47 
13.35 1692 14.26 14.95 15.65 17.39 
13°97 1771 15.22 15.89 16.60 18.36 
10.00 10.00 10.00 10.00 10.00 10.00 
14.63 18.52 16.21 16.87 17.59 19.39 
15°31 19.36 17.24 17.91 18.63 20.47 
16.04 20.25 18.30 18.98 19.71 21.60 
16.79 2119 19.42 20.10 20.86 22.82 
1759 22:18 20.57 21.27 22.06 24.10 
eres eee 253 Year Endowment 
Age us 25 30 as “s 
Year 
45 50 Ds aad 5.48 6.13 6.68 7.28 8.57 
$ JRE Bee 5.83 6.49 7.05 7.64 8.91 
S07 SAayl 4 .,... 6.19 6.88 7.44 8.02 9.27 
8.36 9.46) 5 ..... 6.56 7.30 7.84 8.38 9.64 
8.65 9.80 | Extra .. 3.76 3.91 4.03 4.19 4.82 
8.96 10.15 | 6 ..... 6.92 7.72 8.24 8.78 10.03 
$a9 G25) 7 ..... 7.36 8.14 8.66 9.18 10.44 
9.28 10.52] g ...., 7.78 8.60 9.08 9.58 10.85 
9.62 10.89] 9 ..... 8.23 9.06 9.53 10.00 11.28 
9.95 11.28/16 ..... 8.70 9.52 9.98 10.44 11.72 
10.30 11.67 | Extra ..10.00 10.00 10.00 10.00 10.00 
10.66 12.08/41 ...., 9.18 10.01 10.44 10.90 12.19 
10.00 10.00/32 ..... 9.69 10.50 10.93 11.37 12.67 
11.03 12.49/13 ..... 10.22 11.01 11.42 11.86 13.17 
11.42 12.95 /14 ..... 10.77 11.55 11.94 12.38 13.69 
11s ee [15 ----- 11.34 12.10 12.48 12.91 14.24 
13.22 13.89 | Extra ..15.00 15.00 10.00 6.00 .... 
5.50 1.00 30 Year Endowment 
25 30 35 45 
$ $ $ g 
35 40 5.61 6.11 6.67 7.98 
$ $ 5.90 6.41 6.95 8.25 
6.32 6.99 6.19 6.71 7.25 8.54 
6.53 7.21 6.51 7.01 7.53 8.84 
6.76 7.44 3.27 3.39 3.58 4.33 
6.99 7.68 6.82 7.32 7.83 9.14 
3.14 3.57 7.16 7.64 8.13 9.47 
7.22 7.91 7.50 7.96 8.44 9.80 
7.44 8.17 7.85 8.29 8.76 10.13 
7.68 8.42 8.21 8.64 9.08 10.48 
7.91 8.68 10.00 10.00 10.00 10.00 
8.16 8.95 8.57 8.99 9.41 10.84 
10.00 10.00 8.94 9.34 9.76 11.21 
8.40 9.24 9.33 9.70 10.12 11.59 
8.66 9.53 97 9.72 10.08 10.50 11.98 
Be BOS EES oses. 9.41 10.13 10.48 10.88 12.39 
9.19 10.13 | Extra ..17.50 17.50 12.50 10.00 5.00 


The new schedule 
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25 
$21.49 


*Including special 5th year dividend. 
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Equitable policies to a very low point. 
The special fifth year dividend brings 
the fifth year dividend to a sizable fig- 
ure, for instance $13.87 on an ordinary 
life policy at age 35. 
schedule of cash dividends for the three 
principal policy forms and at five year 
intervals for additional forms follows: 
ORDINARY LIFE 


The complete 
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December 13, 1923 











*Including 
Age...... 41 
Prem. ..$34.16 
Year 
Becceses 8.27 

hiaeesee 8.51 
Dosen tas 8.76 
Beccecnd *14.96 
Becccece 9.27 
a. cig Dae 
Dacscede 9.81 
iconcall 10.09 
eure 10.37 
10.65 
es eades 10.92 
Bu.cccces 11.18 
Bicscoovns 11.44 
Bs cceses 11.81 
Meccvess 12.18 
Wsssceed 12.51 
Bevecvus 12.83 
D.cesese 13.14 
Se 13.60 

*Including 
AMOvcecee 61 
Prem, ..$50.62 
Year 

Risecaes 32 
Ranéene 9.68 
Drowned 10.02 
[a *18.14 
eheokes 11.00 
eer 11.47 
es 11.93 
Docesece 12.38 
Bisccccss 13.02 
ecessea 13.65 
err 14.28 
C—O 14.91 
awe y oe 15.54 
Teer 16.16 
Bidvaveus 16.78 
err 17.34 
ee 17.90 
rn 18.45 
ikiedes 18.99 

*Including 
Se 21 
Prem $29.84 
Year 

Eaten dees 7.22 
| SMD 7,57 
aan S62 7.92 
teecae *13.11 
ee 8.66 
Din omae 9.05 
istse se 9.44 
a 9.83 
———aee 10.26 
11, 10.67 
12, 11.12 
btecces 11.57 
ee 12.02 
1b. 12.44 
16....... 12.87 
ithksecas 13.29 
iibuses 13.73 
19. 14.19 
ee 14.60 

*Including 
a 31 
Prem $35.42 
Year 

MEP 8.36 
Dtkses ux 8.79 
tweens « 9.2 
ieénae *15.31 
eee 10.00 
es ies 10.40 
ebakns 10.84 
ae iain 11.26 
itvewen 11.65 
| 12.02 
° 

PORE 13:84 
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special 


32 
$36.11 


ORDINARY LIFE 


33 34 35 
$26.50 $27.28 $28.11 
7.63 7.70 7.80 
7.84 7.94 8.04 
8.0 8.18 8.30 
#13.39 *13.64 %13.87 

8. 8.69 8. 
8.82 8.87 8.94 
8.99 9.06 9.14 
9.17 9.25 9.34 
9.36 9.45 9.56 
9.56 9.66 9.78 
9.76 9.87 10.00 
9.97 10.10 10.24 
10.20 10.33 10.48 
10.42 10.56 10.72 
10.65 10.80 10.96 
10.86 11,01 11.18 
11.07 11.22 11.39 
11.28 11.43 11.60 
11.48 11.64 11.79 


5th year dividend. 


43 44 45 
$36.70 $38.08 $39.55 


8.42 8.50 8.59 
8.69 8.78 8.89 
8.96 9.0 9.19 
*15.42 *15.68 *%15.96 
9.53 9.67 9.81 
9.82 9.97 10.12 
10.12 10.27 10.42 
10.41 10.56 10.72 
10.70 10.85 11.00 
10.98 11.12 11.41 
11.24 11.53 11.82 
11.64 11.92 12.22 
12.02 12.31 12.60 
12.40 12.69 12.98 
12.77 13.06 13.52 
13.09 13.54 14.02 
13.57 14.03 14.52 
14.05 14.52 15.02 
14.53 15.01 15.51 
5th year Dividend. 
53 54 55 
$55.35 $57.95 $60.72 
9.58 9.86 10.16 
10.10 10.40 10.70 
10.62 10.92 11.23 
*19.25 *19.84 #20.53 
11.62 11.94 12.47 
12.10 12.63 13.19 
12.78 13.33 13.90 
13.45 14.02 14.62 
14.12 14.71 15.34 
14.79 15.40 16.04 
15.46 16.09 16.75 
16.12 16.77 17.44 
16.78 17.44 18.13 
17.43 18.11 18.81 
18.07 18.77 19.49 
18.66 19.36 20.09 
19.24 19.95 20.69 
19.81 20.52 21.28 
20.36 21.09 21.85 


5th year dividend. 


20 PAYMENT 

23 24 25 
$30.80 $31.31 $31.83 
7.42 7.52 7.63 
7.78 7.89 8.00 
8.15 8.26 8.38 
*13.51 %13.70 *13.91 
8.92 9.05 9.19 
9.32 9.46 9.61 
9.72 9.86 10.02 
10.15 10.30 10.47 
10.59 10.75 10.92 
11.02 11.19 11.32 
11.47 11.59 11.73 
11.87 12.00 12.15 
12.29 12.43 12.59 
12.72 12.88 13.04 
13.17 13.34 13.46 
13.62 13.75 13.86 
14.04 14.16 14.30 
14.45 14.59 14.75 
14.89 15.06 15.22 


5th year dividend. 


33 34 35 
$36.82 $37.56 $38.34 

8.67 8.75 8.84 

9.04 .13 9.23 

8.45 9.52 9.65 
*15.75 %15.99 *16.20 
10.24 10.37 10.42 
10.66 10.74 10.81 
11.04 i111 11.18 
11.43 11.51 11.60 
11.81 11.91 12.03 
12.23 12.34 12.47 
12.67 12.79 12.94 
13.12 13.28 13.41 
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37 38 39 40 
$29.90 $30.88 $31.91 $33.01 
8.01 813 8.17 8.22 
8.28 833 8.37 8.45 
48 853 8.60 8.68 
*14.18 14.38 14.58 %14.77 
8.88 896 9.06 9.16 
9.09 919 9.30 9.42 
9.32 943 9.54 9.68 
9.55 9.67 9.80 9.95 
9.78 9.92 10.06 10.22 
10.03 10.18 10.33 10.49 
10.28 10.44 10.59 10.76 
10.53 10.70 10.86 11.03 
10.79 10.95 11.12 11.28 
11.04 11.21 11.37 11.53 
11.28 1145 11.61 11.90 
11.50 11.66 11.94 12.23 
11.70 11.98 12.26 12.55 
12.02 12.30 12.58 12.86 
12.33 12.61 12.89 13.17 
47 48 49 50 
$42.79 $44.57 $46.46 $48.48 
8.81 8.94 9.06 9.20 
9.14 9.28 941 9.55 
947 961 9.76 9.90 
*16.58 16.92 °17.26 17.62 
10.12 10.27 10.41 10.70 
10.43 10.58 10.87 11.17 
10.73 11.02 11,32 11.63 
11.16 11.47 11.77 12.08 
11.59 11.90 12.20 12.52 
12.01 12.32 12.63 13.13 
12.42 12.73 13.22 13.74 
12.82 13.31 13.82 14.36 
13.39 13.89 14.41 14.97 
13.95 14.47 15.01 15.57 
14.52 15.05 15.60 16.18 
15.04 15.58 16.14 16.73 
15.56 16.11 16.68 17.28 
16.07 16.64 17.22 17.83 
16.58 17.16 17.74 18.36 
57 8 59 60 
$66.84 $70.22 $73.83 $77.69 
10.76 11.07 11.63 12.23 
11.32 11.88 1246 13.09 
12.09 12.68 13.30 13.96 
$22.49 23.57 24.72 %26.08 
13.63 14.28 14.95 15.67 
14.40 15.07 15.77 16.52 
15.17 15.86 16.59 17.36 
15.93 16.64 17.40 18.19 
16.68 17.42 18.20 19.01 
17.43 18.19 18.98 19.82 
18.17 18.95 19.76 20.62 
18.91 19.70 20.53 21.41 
19.63 20.44 21.29 22.18 
20.34 21.17 22.03 22.95 
21.04 21.88 22.77 23.70 
21.67 22.53 23.43 24.38 
22.29 23.16 24.08 25.05 
22.90 23.79 24.72 25.71 
23.50 24.41 25.36 26.37 





9.91 10.08 10.18 10. 
‘ 10.57 10.68 
10.74 10.86 11.00 11.12 
11,14 11.27 11.42 11.55 
11.56 11.70 11.85 11.94 
11.99 12.13 12.24 12.34 
12.45 12.53 12.65 12.76 
12.85 12.94 13.07 13.19 
13.27 13.39 13.51 13.64 
13.70 13.83 13.99 14.11 
14.13 14.27 14.45 14.59 
14.59 14.75 14.93 15.10 
15.08 15.24 15.43 15.62 
15.58 15.76 15.96 16.18 

37 38 9 40 
$40.00 $40.89 $41.81 $42.79 
9.04 9.16 9.19 9.21 
9.47 9.51 9.55 9.59 
9.82 9.87 9.92 9.98 
*16.51 *16.68 *%16.87 %17.04 
10.55 10.63 10.71 10.81 
10.96 11.05 11.14 11.24 
11.38 11.47 11.58 11.70 
11.80 11.92 12.04 12.18 
12.26 12.39 12.52 12.66 
12.73 12.87 13.02 13.16 
13.22 13.37 13.53 13.69 
13.72 13.89 14.07 14.23 





J.C. MAG 





Eureka Life Insurance Co. 


Of BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 
Standard Ordinary and Industrial Policies 


t J. N. WARFIELD, Jr., Secretary- 


INNIS, Presiden: 
J. BARRY MAHOOL, Vice-President 


Dr. J. H. IGLE. 


Treasurer 
T, Medical Director 




















H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment Standardization 
Personnel Modern Office Planning 


Western Office: 327 S. La Salle St., Chicago | 


Organization 
Methods 


Main Office: 40 Rector St., New York 














INDIANA OHIC ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 
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NATIONAL 
LIFE AND 
ACCIDENT 






SHIELD POLICIES _ 


7 Ordinary Life Insurance 


Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN, Secx-Treas. 


©THE NATIONAL LIFE & ACCIDENT INSURANCE @¥ 














HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 





NOTHING LIKE IT 


that was the comment 
made by a very success- 
ful Agency Manager of 
another Company who 
recently visited our office 
and went over the various 
sales helps offered our 
field men and observed 
the family spirit prevail- 
ing in office and field. 





On Agency matters address: 
0. J. LACY, 2d Vice-President, in charge of Agencie* 


The Minnesota Mutual Life 


Insurance Company 
Commerce Bldg. St. Paul 
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24 THE NATIONAL UNDERWRITER December 13, 1923 
Year 
Age 31 32 33 34 35 36 37 38 39 40 
THE PENN M UAL ated 13.31 13.46 18.62 13.76 18.93 14.09 14.26 1442 14.61 14.78 
UI EER EH TRE GES Re GER Be gt Ell New Polici 
is national in the scope of its oper- || 47.0111 14.77 14.96 15.15 15.338 15.54 15.74 15.93 16.12 16.41 16.69 e Oo 1cles 
ations. It is individual in the serv- OEE deleas 15.28 15.49 15.69 15.88 16.10 16.29 16.52 16.78 17.08 17.38 
ice that it renders to its members OO cis ab 15.82 16.03 16.25 16.47 16.69 16.89 17.18 17.49 17.78 18.09 
and to its field representatives. | eee 16.39 16.62 16.85 17.06 17.29 17.59 17.90 18.21 18.52 18.84 New and appealing line of 
Back of your independence it is *Including special 5th year dividend. es : b 
ready to stand as an economic bul- ype 41 42 43 44 45 46 47 48 49 50 policies being written. 
' Prem. ...$43.82 $44.90 $46.04 $47.25 $48.52 $49.87 $51.31 $52.83 $54.45 $56.17 : 
— Year . 9.27 9.33 9.38 : 9.44 f 9.53 9.60 ad 70 9.7 9.90 a 01 Rates exceptionally attrac- 
The PENN MUTUAL 8.222352 9165 §©=- 9.73 3S «9.79 S987 ~=—s «9.96 ©=:10.06 +=:10.18 +=10.26 «10.40 10.50 tive. 
Life Insurance Co netehek *17-20 17541 *17;61 *17:84 P1808 P1834 #1864 P1891 819-20 919.49 
> . 98 Beeeseer 7. ° ° 17. « . * “ a 19. . 
Inde ence Square  Philedelphi B22... 10.92 11.02 11.12 11.24 11.38 11.50 11.61 11.72 11.84 12.09 Unusual contracts toagents. 
pend phia “Rae 11.36 11.47 11.61 11.73 11.86 11.98 12.12 12.23 12.48 12.73 : 
; 11.96 12.10 13.23 12.35 12.49 13.63 12.86 13.11 13.37 Several splendid agencies 
245 12. 2:72 12.86 12. 13.2 ? 13. f : 
12.95 13.09 13.25 13.38 13.62 13.89 14.13 14.41 14.66 open in Iowa. 
a P i 13.47 13.62 13.77 14.01 14.27 14.55 14.79 15.06 15.48 
14.00 14.15 14.41 14.66 14.93 15.20 15.46 15.88 16.31 
The Accumu ation olicy 14.55 14.81 15.06 15.33 15.61 15.88 16.28 16.72 17.16 Write for informati 
= ters A rite for information. 
3s a combination of insurance 15.21 15.48 15.75 16.01 16.29 16.70 17.12 17.57 18.13 
: : 15.90 16.16 16.44 16.71 17.12 17.55 17.98 18.45 18.92 ‘ 
and investment in a new sense. 16.58 16.86 17.15 17.56 17.98 18.42 18.86 19.34 19.82 Louis H. Koch, President 
P R 17.26 17.56 17.96 18.38 18.82 19.27 19.73 20.21 20.71 
— inBi 19828 1966 2011 2087 20s 20st 2208 2:68 
Age 35.......$31.90 per $1000 19.67 20.11 20.55 21.02 21.50 22.00 22.50 23.03 23.58 NATIONAL 
The continued payment of the *Including special 5th year Dividend. AMERICAN 
ee a? ps ee” 301 $59.97 $62.06 $64.29 $66.69 $69.26 $72.01 $74.98 $78.16 $81.60 
j Prem, ..$58. ‘ J 2 ‘ 2. 4. ‘ i 
ee ee ee LIFE INSURANCE COMPANY 
competition. Write us about it. Wis ocak 10.11 10.20 10.30 10.54 10.80 11.06 11.32 11.59 12.10 12.65 
| eee: 10.60 10.69 10.93 11.19 11.44 11.71 11.96 12.48 13.01 13.59 ¥ 
NATIONAL LIFE ASSOCIATION has anaes 11.08 11.32 11.58 11.82 12.09 2.3 12.84 13.3 13.9 14.53 Burlington, Iowa 
Des Meines, lowa de he *19.95 20.44 *20.94 *21.41 22.03 *22.90 *23.78 24:80 *25.82 *27.09 
ae, Be 12.34 12.60 12.86 13.11 13.58 14.08 14.60 15.18 15.76 16.41 
eee cool 12.97 13.25 13.50 13.95 14.43 14.95 15.49 16.08 16.69 17.35 
ee eeee 13.61 13.88 14.33 14.79 15.30 15.83 16.38 16.99 17.61 18.29 = - 
eceiens 14.26 1471 15.17 15.65 16.16 16-71 17.28 17-90 18.54 19.24 A Few Disappointments 
* ea 15.09 15.55 "02 ¢ ; : 3 : ’ : : : 
Thin es 52 15.92 16.39 16.88 17.39 17.93 18.51 19.10 19.75 20.41 21.14 ae — ; ow np ham 
ACTUARIES ye 16.77 17.25 17.76 18.27 18.83 19.42 20.02 20.68 21.36 22.09 The Are en wo 4 ay 1 
aie 17.63 18.13 18.64 19.17 19.74 20.34 20.95 21.63 22.31 23.06 e Argus Chart shows them all. 
ay Nae 18.61 19.03 19.54 20.09 20.68 21.28 21.90 22.59 23.28 24.04 Several exclusive and handy features, 
ih, 4. oats 19.4 9. Y ‘02 r 2:2 2. ; 24. : : es 
 heetingy 4033 «2087 «2142 «2198 2288 2392 2387 2468 25:30 2608 || i addition a i figures. 
ey es 21.23 21.78 22.34 22.92 23.53 24.18 24.83 25.56 26.29 27.09 ARGUS CHARTS 
ONALD F. CAMPBELL Wap 22:16 22.72 23.29 23.89 24.51 25.17 25.85 26.59 27.34 28.16 
et dot tn 23.13 23.70 24.30 24.90 25.55 26.23 26.93 27.69 28.47 29.31 “Twice as many companies” 
CONSULTING | |i 20..222%: 24.14 24.74 25.35 25.99 26.66 27.37 28.09 28.88 29.69 30.57 Compiled and publi 
ACTUARY The National ~~ ee 
343 S. Dearborn St. *Including special 5th year dividend. 1362 Insurance Exchange Chicago 
Telephone Harrison 3384 > = . " 
CHICAGO, ILL. 20 YEAR ENDOWMENT 
Age...... 21 22 23 24 25 26 27 28 29 30 
Prem. ...$48.63 $48.79 $48.96 $49.14 $49.33 $49.53 $49.73 $49.95 $50.18 $50.43 THE 
Year 
| ie 7.90 8.00 8.12 8.24 $36 68.48 = 8.62 8.75 8.90 9.04 UNITED STATES LIFE 
Brscvers 8.54 8.64 8.76 ' ; 9. : i 
= pats Sm SIS Git abel ott ot ote obit RT Ike Re 
t © Ba. et *14.66 *14.86 12 ' 12 : ‘67 «#16. 
Life Insurance Accountan' Sav. 24,4 10.58 10.68 10.80 10.93 11.05 11.20 11.33 11.48 11.64 11.72 INSURANCE COMPANY 
tatisticians 1 11.29 11.40 11.52 11.64 11.77 11.92 12.05 12.20 12.30 12.39 In the City of New York 
29 South La Salle Street, Chicago 8.1.1.1: 1901 12:12 12:26 12:39 12.51 12.66 12.80 12.89 12.99 13.08 . 
Successors to Marcus Gunn, ae gate 12°78 1289 1302 1314 13.29 13.42 13.51 13.60 13.69 13.80 || Orsenised185@ — Non-Participating Policies Onl 
Consulting. Actuary 10. .25.¢- 13.56- 1346 - 18.79 18.92 14.07 14.14 14.23 14.33 14.44 14.54 Over 70 Years of Service to 
eee 14.34 14.45 14.60 14.73 14.82 14.91 15.00 15.10 15.21 15.28 Policyholders 
Mev HAE HR URGE REL UD RR URED HESS RAE HEE HT Os A se poreenal 
are, 16.01 16.12 16. 82 ‘ . i ’ . \e territo ‘or n ro- 
OHNE. HIGDON { Actuaries & Examiners | Satan 16.87 16.96 17.05 17.14 17.26 17.35 17.43 17.49 17.58 17.65 ducers, iced iileieah coat P 
OHNC. HIGDON } 80° Gates Building ave 17.75 17.82 17.91 18.02 1812 18.19 18.27 18.35 18.45 18.54 . 
Kansas City, Mo. Prem 50.07 50.17 50.28 50.40 50.53 50.66 50.81 50.97 51.13 51.31 HOME OFFICE 
ee 20.09 20.10 20.16 20.19 20.22 20.23 20.26 20.30 20.32 20.35 
ee a 20.97 21.00 21.06 21.09 21.10 21.13 21.18 21.20 21.25 21.30 105-107 Fifth Avenue New York City 
eRe Sona. 21.91 21.94 21.98 22.01 22.04 22:10 2215 2219 22.24 22.28 
Le «bin 22:89 22:90 22.96 23.05 : 23. 23. 2 : 
RANK J. HAIGHT Dict te ta 23.89 23.93 23.99 24.04 24.10 24.16 24.23 24.29 24.36 24.44 
CONSULTING 
ACTUARY *Including special 5th year dividend. 
810-813 Hume-Mansur Bldg. 31 32 33 34 35 _36 37 _38 39 40 o. 
"$50.69 $50.96 $51.26 $51.57 $51.91 $52.28 $52.67 $53.10 $53.56 $54.06 > 
moat verde ad ; ar 6 3 9.62 9.73 9.84 9.95 10.08 10.12 10.16 
3 9.5 9.62 1 y r . . 
Hubbell Bldg. DES MOINES, IOWA 10.04 10.13 10.22 10:32 10.45 10.58 10.61 10.65 10.72 A 0 Sina eh 
10.63 10.73 10.84 10.96 11.07 11.12 11.16 11.23 11.28 nc r i r State 
HE TEE EG HE GEG HEE HEE HE HRB] co aticncscea. Selary and 
11.92 12.03 12.1 2. 2 ; : "42 : 
REDERIC S. WITHINGTON 12.60 12.70 12.76 12.81 12.89 12.95 13.02 13.09 13.17 of Minnesota. Salary an 
‘CONSULTING ACTUARY 2. 2. 2. 2. . 2. . . . ar 
nant ene Bia 13.30 13.36 18.40 13.47 13.53 13-61 13.68 13.76 13.8411 Commission. If you can 
: neurance MOI! 4 1A. 13.96 14.02 14.08 1415 14.24 14.30 14.39 14.47 14.56 . 
Tel. Walnut 3761 DES MOINES, 14.67 14.73 14.79 14.87 14.95 15.04 15.13 15.21 15.30 organi duci ncies 
15.40 15.47 15.55 15.63 15.72 15.80 .15.90 15.98 16.09 ganize producing age 
16.17 16.26 16.33 16.42 16.51 16.60 16.70 16.80 16.89 : . 
1617 162g eee tse «6insé «oinss oines ines ines) here is your opportunity. 
+ Se ees i883 1894 1908 1918 19:26 1938 1949 19:88 
COUNSELOR AT LAW 18.72 18. : 3 2 : : ‘ 
* CONSULTING ACTUARY 51.72 51.95 52.20 52.47 652.78 53.10 53.47 53.87 654.31 Address G-58 
Nn ot 5) oes "42 «20.47 20.52 20.56 20.62 20.66 20.72 20:79 20.89 ; 
ues, etc., Calculated. Valuations 21.40 21.44 21.49 21.54 21.61 21.68 21.74 21.85 21.94 Care The National 
and Examinations Made. Policies 22.40 22:45 22.52 2259 22.67 22.73 22.84 22.94 23.06 Und : 
Nl Life I F Pre- . 23. 23. ; : : : 
mol The Low af incetesss © 24.60 24.69 24.79 24.88 25.00 25.11 25.24 25.38 265.52 nderwriter 
Specialty. 
Colcord Bidg. OKLAHOMA CITY *Including special 5th year dividend. 
Age...... 41 42 43 44 45 46 47 48 49 50 
Prem. ...$54.60 $55.20 $55.85 $56.56 $57.34 $58.20 $59.14 $60.17 $61.31 $62.55 —" 
Year 
Bete oes 10.20 10.26 10.33 10.38 10.46 10.54 10.62 10.69 10.78 10.86 
H. NITCHIE arent 10.76 10.83 10.88 10.95 11.02 11.13 11.20 11.29 11.37 11.46 A Shortage in 
RS SHH ae He OE HSE HE AEE AS ae HE || Sonor 
iati P Bocccscs 19.33 *19. , \ ; \ s é #21. ure to 
tee Aerwciacinn Bide, Sano fi 1258 12.66 12.74 12.83 1291 13.01 13.08 138.15 13.21 13:4 jn the Kiidies 
H eer iG «iki ikke oisss isas dass ier? lsat 
8 14.01 t k “ : ; : ‘ : 
5 1s7? 61887 ines iste ig90 i1e08 leat le4e ieee ehnndy yt Bag BH 
15.4 ° . ° ° e . . . orta in a e su 
ULIAN C. HARVEY 16.27 16.34 1641 16.58 16.76 16.94 17.08 17.26 17.57 — the family sable hich 
17.07 17.15 17.31 17.48 17.66 17.83 17.98 18.27 18.58 : 
CONSULTING ACTUARY 17.92 18.08 18.24 18.40 1858 18.75 19.01 19.31 19.62 might follow a neglect of 
Chemical Building ST.LOUIS MO. 18.88 19.06 19.21 19.37 19.55 19.82 20.08 20.39 20.70 Life Insurance on the part 
19.90 20.06 20.23 20.39 20.65 20.92 21.19 21.49 21.81 of the breadwinner— 
55.33 55.93 56.59 57.82 58.14 59.03 60.03 61.13 62.34 Equitable Items 
21.09 21.20 21.32 21.51 21.74 21.96 22.20 22.46 22.75 , 
22.15 22.28 22.46 22.65 2288 23:10 23.34 23.61 23.90 _ 
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LIFE INSURANCE EDITION 












































Age 41 42 43 44 45 46 47 48 49 50 
Year 

os dit 23.19 23.30 23.47 23.65 23.85 24.08 24.30 24.55 24.82 25.11 

a til 24.38 24.53 24.71 24.90 25.10 25.33 25.56 25.81 26.09 26.39 

ds «+ aisle 25.67 25.83 26.02 26.20 26.41 26.66 26.89 27.16 27.44 27.75 

*Including special 5th year dividend. 

De  Gdduhd debeede os dedbS 5 o% 240600000006 606008 51 2 53 54 55 

Prem BoE hen oe. chk adses ens oy nie dMides wave $63.91 $65.41 $67.05 $68.84 $70.81 

year 

9 ° 

oie ££ a: em LIFE INSURANCE COMPANY 
oat, ee Cree Ge a nan cae dae arabian 12-11 12-31 12-52 12-72 012-98 f Chi 
SERED SARTO eae ton ety GB De 87 *22/25 22:71 23.12 *23. 

eee EE en ees oe hacen hhegae babdcease wank 13.61 13.80 14.01 14.19 14.59 oO cago 
Dis da cnt od emuaeeieeun Eee 14.36 14.56 14.75 15.12 15.53 

pee ge ae ce 0 a a ae appa gee 15.15 15.33 15.69 16.07 16.49 jes it h i 
T cicetab rah ddebialacddateesisseroutapasesctys 15. 16.2 16.65 17.0 17.45 now occupies its new hom 

ON Gall Ph ein ck Giga mata. 619 ak | ning gph nte Geeeaetiaits 18.91 17.26 17.63 18.01 18.44 P © im 
te En tne SIL cg dh needs twiakdbdenaneh ; 18.25 18.62 19.01 19.44 

I ee ey a ele 18.92 19.27 19.64 20.03 20.46 

B cirsrenrresesnertennen a Re Rat me ats THE CHICAGO TEMPLE 
er Ms Rhea the Rate ia OR ek SEES ESR f 21. ; 22:16 22. 

Dt cen tdeteducanentatanuecdsenitinegcecoucesscest I 2 in ee “ae where with its increased facil- 
oe er eee ie ae eee een 63.67 65.15 66.76 68.55 70.51 i i h 

i eas ceulalepgdadvecesescevesoscamnsass EY: Gi aan ae "aa — t is the more prepared 
SR aN aR ERNE SES Roe 24.21 24.55 24.90 25.30 25.73 toa uately serve its policy- 
| abhor ee lay ae BRR tale OA LE Aerts ihe 25.42 25.77 26.13 26.53 26.96 h ve y 4 Pty 4 
Te ee Le aa eeeelaaa A) a ne olders, agents, and friends, 
ee se eee ee oe | | ee 

*Including special 5th year dividend. New Home Office Address: 
15 Payment Life 25 Year Endowment 

Age. 21 25 «68035 45S [Age 25 90 35 4045 THE CHICAGO TEMPLE 
Year $ $ ear 
Prm. 36.00 38.35 41.78 45.91 57.16 75.66 | Prm. 39.14 40.28 41.90 44.35 48.21 54.37 Clark and Washington 
Bee ee ee eee ots ines insT| 2--- 770 888 8.93 936 950 9.88 

ae 874 9.24 10.00 10.65 11.60 13.38| 3.. 8.19 8.82 9.36 9.66 9.92 10.34 CHICAGO ILLINOIS 
g...#14.54 *15.40 *16.71 “17.93 °20.12 *24.29 4. 8.70 9.35 9.84 10.06 10.38 10.78 

6... . . . . “ < . > 

7... 10:17 10.77 11,56 12.17 13.52 16.31| 5---°24-10 °15.82 °16.39 °17.11 °18.02 19.2 

8... 10.66 11.30 12.09 12.71 14.21 17.39 | 6. 9.76 10.36 10.75 10.96 11.32 11.82 

9... 11,18 11.87 12.64 13.27 14.93 18.48 

10... 11.70 12.42 13.21 13.85 15.66 19.61 

11... 12:24 12:94 13.72 14.46 16.51 20.77 

12... 12:80 13.49 14.28 15.09 17.42 21.96 

13... 13.35 14.04 14.85 15.76 18.32 23.19 

14... 13.96 14.63 15.45 16.47 19.29 24.48 

15... 14.50 15.24 16.10 17.22 20.30 25.82 = 

*Includes special 5th year dividend, | | { 2 , I ) ss a V e 

23 Payment Life 

Age. 25 30 35 40 #45 50 

Year g § 3 $ $ 

Prm. 28.05 30.72 34.02 38.28 43.92 51.70 . P 

2... 7.24 782 8.38 8.76 9.06 9.54 

3... 756 8.18 8.72 9.06 9.43 9.95 1 er 1é a 

4... 7.88 8.56 9.06 9.38 9.80 10.35 

5...*13.05 *14.18 *15.20 *15.98 *17.01 *18.40 

6... 8.58 9.24 9.72 10.04 10.58 11.28 e 

7... 8.92 9.57 9.99 10.39 10.98 11.82 

8... 9.29 9.90 10.32 10.76 11.37 12.35 I ) ncrease or ul li 
9... 9.66 10.25 10.64 11.14 11.77 12.90 
ho: 10.05 10.61 10.97 11.53 12.16 13.41 

ll... 10.37 10.92 11.31 11.93 12.68 14.11 

12.) 10.69 11.22 11.69 12.34 13.21 14.82 

13... 11.04 11.54 12.06 12.74 13.75 15.53 av 

14... 11.40 11.88 12.46 13.15 14.27 16.25 

15... 11.77 12.24 12.87 13.58 14.81 16.97 

16... 12.09 12.62 13.30 14.11 15.49 17.70 ©. Cc. L. BUILDING 

17... 12.41 12.98 13.69 14.63 16.15 18.40 


*Includes 


special 5th 


year dividend, 


30 Payment Life 


Age. 25 30 35 40 
Year 3 $ $ $ 
Prm. 25.64 28.19 31.42 35.65 
2... 699 7.54 8.13 8.48 
3... 7.28 7.89 8.42 8.75 
4... %.866 8.323 8.73 9.03 
5...*12.49 *13.36 *14.61 *13.37 
6... 817 8.84 9.29 9.60 
a 8.48 9.11 9.53 9.92 
8.. 8.80 9.39 9.80 10.23 
Re 9.14 9.71 10.06 10.55 
10.. 9.48 10.03 10.36 10.88 
ll... 9.74 10.26 10.64 11.21 
12... 10.04 10.52 10.94 11.56 
13... 10.33 10.79 11.26 11.89 
14... 10.64 11.07 11.59 12.23 
15... 10.95 11.36 11.91 12.56 
16.. 11.22 11.66 12.26 13.01 
17... 11.47 11.95 12.59 13.44 ... 
*Includes special 5th year dividend, 
10 Year Endowment 
Age. 21 25 30 35 45 55 
Year $ $ $ $ 
Prm.101.78 102.73 104.14 105.87 111.03 121.48 
«--. 11.04 11.82 12.94 14.12 16.09 18.27 
3... 12.50 13.27 14.40 15.52 17.53 19.88 
4... 14.00 14.77 15.90 16.98 19.03 1.56 
®...*21.76 *23.38 *25.69 *28.10 *33.06 *39.48 
6... 17.12 17.90 18.97 20.02 22.28 25.29 
‘--. 18.76 19.52 20.57 21.62 24.04 27.34 
‘... 20.43 21.20 22.22 23.31 25.90 29.47 
oe 22.16 22.92 23.95 25.08 27.87 31.70 
0... 23.94 24.68 25.73 26.94 29.97 34.05 
*Includes special] 5th year dividend, 
15 Year Endowment 
ise 21 25 30 35 45 55 
ear g $ 3 $ 
Prm. 66.11 66.87 68.03 69.52 74.48 85.98 
ee 8.94 9.49 10.32 11.15 12.25 13.52 
a 9.84 10.40 11.24 12.01 13.10 14.51 
5°7_10-78 11.34 12.19 12.91 14.00 15.52 
+h 17.01 18.14 *19.82 21.42 *24.30 *28.40 
7" 12.73 13.30 14.09 14.74 15.90 17.79 
7s 13.75 14.32 15.06 15.68 16.92 19.06 
=*° 14.79 15.36 16.07 16.67 17.98 20.37 
ee 15.87 16.44 17.12 17.71 19.09 21.72 
og 16.97 17.54 18.21 18.80 20.27 23.11 
2" 18.11 18.65 19.31 19.95 21.57 24.55 
3°" 19.28 19.80 20.46 21.16 22.94 26.06 
rte 20.48 20.99 21.67 22.43 24.38 27.64 
15 at 22.23 22.95 23.77 25.91 29.30 
an 23.51 24.29 25.19 27.54 31.08 
. 
Includes special 5th year dividend, 





Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 


enabling parents to buy all of the 


Family’s insurance 


on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Premium plan. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less: 


work for nothing. 
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The Company has its Home Office in its own building sii i A pee | 
at 166 W. Jackson Blvd. running through to Quincy and ——il 
Wells Street, right in the heart of Chicago’s Financial 
district Insurance ‘st | | 
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Age. 25 
Year 3 
bd | 7... 10.30 
utu e vidends gcc iae 
9... 11.44 
10... 12.04 
The Mutual Life Insurance Company of New York was the first American legal °° eT 
reserve life insurance company to pay cash dividends. For more than seventy-five years 13... 13.75 
it has consistently made dividend returns to policyholders, and, except for an occasional z3° .* ++33 
slight decrease in schedule, has maintained an upward trend in its returns, Prm. 39.90 
I " a _ . 16... 16.37 16.40 16. 
n 1922 the Company paid in dividends to policyholders $30,046,105. 17... 16.99 17.06 17. 
Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 2 § ig aioe otas + 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about 34% 20... 19.05 19.21 19. 


of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company ||| *::" 


of New York 


34 Nassau Street, New York soa hoe 























*Including special 5th year dividend. 
30 Year Endowment 


35 40 
$33.93 $35.80 $38.70 











Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager Rockford, Illinois 


ILLINOIS 
Territory open in: INDIANA 


IOWA 
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LIFE 


Milwaukee 





49.11% 


of the new business issued 
by the Northwestern Mutual 
Life Insurance Company in 
1922 was upon applications 
of members previously in- 
sured in the Company 





COMPANY 


No Rebating 
No Twisting 





Low Net Cos 





Its Policyholders 
Repeat 


The assignable cause for this 
is found in the Northwestern 
business policy of: 


Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 
Safe Investments 
Efficient Management 
Liberal Policy Contracts 
Low Expenses 
Purely American 
Purely Mutual 
No Brokerage 


Civil Service for Agents 
Clean Business Methods 


t 


Wisconsin 
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11.12 11.27 11.59 
11.49 11.66 12.00 
11.88 12.08 12.40 4 
12.28 12.50 12.84 
12.70 12.95 13.27 
13.14 13.40 13.71 
34.25 35.99 38.77 
13.94 14.07 14.33 
14.40 14.54 14.84 
14.89 15.01 15.39 
15.39 15.51 15.94 
15.92 16.04 16.50 


*Includes special 5th year dividend, 
5 Year Term 


Age. 21 25 30 35 45 55 

Year $ x 3 3 3 

Prem. 10.29 10.61 11.15 11.96 15.57 27.61 
2 4.20 4.2 4.37 4.40 3.49 3.02 
3 4.28 4.34 4.47 4.43 3.45 3.02 
a 4.35 4.42 4.58 4.46 3.38 2.98 
5 *6.40 *6.44 *6.57 *6.29 £4.66 *%4.04 


*Includes special 5th year dividend, 
10 Year Term 


Age 21 25 30 35 45 55 
Year 3 $ 3 3 i 
Prem, 10.48 10.85 11.52 12.56 17.52 33.15 
2... 4.25 4.32 4.45 4.60 3.91 4.20 
3... 4.32 4.40 4.56 4.55 3.88 4.31 
4... 440 4.48 4.66 4.61 3.87 4.36 
5... *6.50 #6.57 *6.73 °6.56 °%5.41 *%6.81 
6... 4.55 4.66 4.80 4.60 3.76 4.57 
7... 464 4.76 4.82 455 3.67 4.74 
Prem, 11.62 12.18 13.12 14.50 20.28 36.60 
8... 5.84 6.17 6.44 6.39 6.28 8.28 
Dee 5.93 6.26 6.46 6.34 6.12 8.38 
10.. 6.02 6.38 6.50 6.27 5.90 8.43 


*Includes special 5th year dividend, 


AETNA INCREASES DIVIDENDS 


New Rate Manual, Effective Jan. 1, 
Shows Reduced Premiums on Par- 
ticipating Forms 


Substantial reductions in premium 
rates on participating policies and in- 
creased dividends on such policies now 
in force have been announced by the 
Aetna Life. These are contained in the 
new rate manual which will become ef- 
fective Jan. 1. Semi-annual, quarterly 
and monthly premiums will be reduced, 
so that the extra cost of paying semi- 
annually and quarterly has been re- 
duced from one half to one third below 
that formerly in effect and the cost of 
paying monthly premiums will be no 
higher than that charged on quarterly 
premiums. The disability clause in 
perticipating department has been lib- 
eralized in the new manual. The Aetna 
Life has built up a large surplus in its 
participating department and feels jus- 
tified in substantially decreasing ‘the 
cost of insurance to its participating 
policyholders through an increased div- 
idend scale. The company states in 
its announcement that it is confident 
that the dividend scale now being 
adopted can be maintained and even in- 
creased in the future by the continua- 








tion of normal business conditions. 
Participating straight life and limited 
payment policies are offered in the new 
nanual to replace the former partici- 
pating endowment at age 85 which is 
eliminated. The decided preference for 
straight life in the purchase of a long 
term policy and the old age income pol- 
icies now offered have helped to bring 
about this change. The guaranteed 
value of these new participating poli- 
cies will be the same as for the non 
participating. 





Federal Merger Approved 


A special meeting of the stockholders 
of the Federal Life of Chicago was held 
this week at which the unanimous ap- 
proval of the merger of the Bankers 
Accident of Des Moines was given. All 
of the details of the consolidation will 
probably be completed sometime during 
this month. It is expected that E. C. 
Budlong. who has been vice-president 
of the Bankers Accident and will be 
vice-president in charge of the accident 
and health department of the Federal 
Life, will remove from Des Moines to 
Chicago before the first of the year. 





A. L, Saltastein, general acent for Ne¥ 
England Mutual Life in Wisconsin and 
northern Michigan. has returned to his 
headquarters in Milwaukee after spene- 
ing several days at the home office of his 
company in Boston. While in the East. 
Mr. Saltzstein attended a_ celebration 
given at Pittsfield, Mass.. in honor | 
the New England Mutual Life gener 
agent in that city. 
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MODERN BUSINESS 
GETTING METHODS 

















Griffin M. Lovelace Gives Suggestions 


For Systematic 


Work in Field 


For the Remainder of Present Year 


EW YORK, Dec. 13.—At a lunch- 
N eon given by the Joseph D. Book- 
staver Agency of the Travelers, in 
this city, some excellent advice as to 
how to make the best of the remaining 
days of 1923, in getting a volume of 
business, was given by Prof. Griffin M. 
Lovelace, director of the Life Insurance 
School of the New York University. 
Professor Lovelace said that in outlin- 
ing the work for the remaining three 
weeks of the year he wanted to make 
six points as follows: 
Three weeks. 
Nine to five. 
A good luncheon. 
An evening engagement. 
Five minutes. 
6. The big early bird. 


What the Points Mean to 
the Man With Rate Book 


The first point, he said, indicates the 
time left in which to make a record at 


oe. who 








GRIFFIN M. LOVELACE 


producing new business. The second 
point, he said, indicates the hours of the 
average business in New York. He said 
that he thought that the life insurance 
men who wanted to make a record could 
adopt the regular hours of the average 
business man in New York City for the 
rest of the year, at least, and in this way 
help increase business. He said that 
when he mentioned “9 to 5” he did not 
mean that the time from 9 o’clock to 5 
should be put in reading the newspaper 
or calling up friends over the phone. 
He said that he meant the agent should 
be on the street from 9 to 5. 


Taking a Prospect to Lunch 
Is Considered Highly Desirable 


The third point was a good luncheon. 
€ said that it is a good idea to have a 
good luncheon in the middle of the day, 
but the principal point is that the agent 
should take to lunch with him a prospect 
who knows that he is going to hear 
about life insurance during lunch. In 
this way the salesman is assured of an 
attentive listener during the lunch 
our, who is not being interrupted by 
telephone calls or other distractions 
Which occur in every office. 

Fourth, Mr, Lovelace suggested an 
tvening engagement. Ordinarily he 
would advise the agent to spend the 
tvening pleasantly at home with the 





family, perhaps outlining the next day’s 
work before going to bed, but for the 
rest of the year in order to make the 
best possible record he thought it would 
be an excellent idea for the agent to plan 
to have at least one engagement with a 
prospect for each evening. 


Limit Should Be Five Minutes 
to Get the Viewpoint 


Fifth. Limit conversation with each 
prospect to five minutes unless you find 
out within that time that he is really in- 
terested in insurance. Make a list of 
all the people that you are planning to 
see and have thought of seeing on life 
insurance, and make quick five-minute 
calls out of each of them telling them 
that you are anxious to see them about 
life insurance, find out if they would not 
like to take some action in the matter 
before the first of the year and within a 
five-minute period find out if there is 
any use of spending any time with 
them. If not do not stick around and 
talk about the weather, but go on to the 
next one. This will enable you to see a 
great many more prospects. 


Value of the Early Bird 
Is Clearly Seen 


His sixth topic was, “The big early 
bird.” “In every line of business there 
are early birds,” said Mr. Lovelace. “You 
will find that among the leaders in nearly 
every profession or business concern 
there is some man who likes to get down 
to the office early in the morning. Con- 
trary to the usual belief, there are many 
big men who show up at the office any- 
where from seven to eight o’clock, While 
the average life insurance man is just 
crawling out of bed there are many 
millionaires at their offices. Eight 
o’clock seems to be a favorite hour with 
these men. Make a little invsetigation 
and find out which of the big business 
men of your acquaintance are among 
the early birds. Then find out at what 
hour each of them usually arrives at the 
office, and if you find that your prospect 
is an 8 o’clock man be there waiting for 
him at 8 o'clock. You will find that 
such a man values the opinion of one 
who also gets on the job early in the 
morning more than he does of the man 
who wanders into the office at 10 o’clock. 
You will obtain a better interview and 


have a better chance of selling big 
policies. 
Life Insurance Policy Is 

Held to Be Gold Bond 

Another interesting speaker at the 


meeting was Judge William J. Moran, 
an insurance attorney in New York 
City, who said a life insurance policy 
was a gold bond, after the period of 
contestability was past. He said that it 
is worth more than the bond of many 
of the nations of the world. He said 
that the only criticism that he had of life 
insurance was the lack of flexibility. He 
said that a life insurance contract fixes 
twenty years in advance what should be 
done at that time on the basis of present- 
day conditions. 
He therefore advocated the trusteeing 
of insurance funds. He said that the 
trusteeing of insurance is a new service, 
He advocated that the agents make a 
real study of the insurance trust and 
learn to apply it for their clients. He 
said that it is only through an insur- 
ance trust with the flexible options that 
a trustee may be given, that all needs 
may be met with the proceeds of insur- 
ance. He said that many cases came 





before him where a little more flexibility 
would have made a great deal of differ- 
ence as to the value of the insurance to 
the beneficiary. 


Illustrated the Desirability of 
Business Insurance 


He related a story of three young men 
who started into business for them- 
selves, each putting $10,000 into the 
business. Each recognized the other’s 
ability and felt that the three of them 
together made a good working organ- 
ization. Each was willing to risk his 
$10,000 and his time because of the 
others. They quickly saw that the death 
of one would leave them in a rather dif- 
ficult predicament and they came to him 
for advice. He advised them to take out 
$10,000 insurance on the life of each to 
wipe out the indebtedness of the corpo- 
ration to the widow of a deceased mem- 
ber in case one of them should die. He 
said that this is a very simple case and 
others are more complicated and that is 
where the service of the insurance agent 
comes in. He said that he believed that 
partnership and corporation insurance 
opened up an immense field for the agent 
who is willing to give service. 

Unusual Speakers Attended 
the Bookstaver Meeting 


Two rather unusual speakers were 
present. They were D. N. Mosessohn, 
executive director of the Associated 





Dress Industries of America, and M. 
Mosessohn, executive chairman of the 
United Women’s Wear League of Amer- 
ica. These two men gave inspiring ad- 
dresses. They were introduced as czars 
of their industries and hold positions 
comparably to that of Will Hays in the 
motion picture industry. 

James Elton Bragg, instructor at the 
New York University Life Insurance 
School, was also on the program, 

Certificates of membership were 
awarded to all members of the $100,000, 
$200,000 and $250,000 clubs of the Book- 
staver Agency for the past three years. 
Forty-four qualified for club member- 
ship during 1923 and for the three-year 
period 140 were entitled to certificates. 
In addition to the large certificate to be 
framed and hung on the wall, a small 
duplicate, pocketbook size, was awarded 
to each club member. This certificate 
was placed in a neat leather pocketbook 
which was given to each club member. 
The president of the $250,000 club for 
1923 is David Mandozaz; of the $200,000 
club is Isadore Ehrlich; of the $100,000 
club, Phillip Stillerman. The Book- 
staver agency has led the entire Travel- 
ers agency force in life insurance pro- 
duction for a period of three years and 
shows a substantial increase in 1923 over 
previous years. It is understood that 
some other agency is in close competi- 
tion with Bookstaver for the leadership 
for the current year. 
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THREE VIEWPOINTS OFFERED 


Oklahoma Association Hears Life Insur- 
ance Ideas of Banker, Credit 
Man and Underwriter 


OKLAHOMA CITY, OKLA., Dec. 
11.—The first common interest banquet 
given by the Oklahoma association Fri- 
day night, went over with enthusiasm. 
Bankers and credit managers voiced 
their interest and approval, by sincere 
applause and apparently the keenest at- 
tention. More than 150 members and 
guests were present to hear the plans 
of the association’s mutual benefit idea 
as told by C, C. Day, president. 

Business insurance was discussed from 
three angles—that of the banker, the 
credit manager and the insurance man, 
all agreeing that it was not only an 
asset but practically an absolute neces- 
sity in the proper conduct of any insti- 
tution, especially when asking for credit 


extension. In giving the bankers’ view- 
point, G. S. Weitzenhoffer, vice-prest- 
dent of the Security National bank, 
placed life insurance business on a 


higher plane than it had heretofore occu 
pied. He declared that life or business 
insurance was considered by bankers 
as a moral obligation, and is becoming 
sG common, as a basis of credit, that 
within five years it will be as universal 
as insuring life for family protection. 
Credit Man's View 


The credit standing of a business in- 
stitution that neglects to carry a pro- 
vision against calamity of various sorts 
is looked at askance by credit managers 
when it applies for extensions. 0. . 
Tedrick, president of the Oklahoma City 
Wholesale Credit Men's Association, and 
the credit expert advocated making some 
one other than the widow beneficiary in 
life policies, because, he said, often the 
widow does realize her obligation to her 
husband's creditors. Mr. Tedrick be- 
lieves business insurance still in its In- 
fancy, and predicts marked advancement 
in this line within a very short period. 


Should Protect Brain Force 
The co-relation of institutions that 
extend credit and business insurance 


companies was presented from the in- 
surance man’s standpoint by Sam Cum- 
mings of Dallas, Tex., with the Orville 
Thorp agency of the Kansas City Life. 
Emphasizing the fact that the credit 
possibilities of an institution or enter- 
prise of any sort, whether large or 
small, depend almost wholely upon the 
integrity of the individuals connected 
with it, he urged the necessity of pro- 





viding protection for the brain force of 
the business. It should be considered as 
a sort of a sinking fund, he said, and 
urged its establishment. He cited sev- 
eral cases in which a business had been 
saved through this medium. 

George Lackey, vice-president of the 
national association, and former presi- 
dent of the local organization, gave a 
brief outline of the importance of the 
local meetings and a similar series which 
has been instituted throughout the en- 
tire United States, by the national body. 

ee ¢ 

Albert Lea, Minn.—A local association 
of life underwriters has been organized 
here with 14 charter members, repre- 


senting 12 of the leading old line com- 
panies. At the organization meeting 
Edgar F. Westrum, manager for the 
Aetna, was elected president, Fred T. 


Woolderton was elected vice-president, 
and George C. Hayward of the Minne- 
sota Mutual was elected secretary-treas- 
urer. The executive and membership 
committees were named and by-laws 
were adopted by the organization. It 
was planned to hold regular monthly 
meetings and bring into the membership 
all life underwriters in Albert Lea. The 
first monthly session was on Dec. 1. 
x * * 

Chiecage—The December meeting of the 
Chicago Association was held last week, 
the association adopting the plan of the 
National Association to make it a 
“banker-insurance” meeting. There were 
250 present, including many banker 
guests of the agents. Walter E. Lichten- 
stein, executive secretary of the First 
National Bank in Chicago, was the prin- 
cipal speaker, viewing the subject of 
life insurance from the standpoint of a 
banker. Mr. Lichtenstein said that banks 
always appreciate a well insured client 
and often advise clients to take out 
additional life insurance, though of 
course they do not issue loans on the 
basis of the insurance. He said that 
the existence of sufficient life insurance 
does however have an influence on the 
granting of credit. He said that in re- 
cent years bankers have grown to ap- 
preciate life insurance more and more 
and often consult with clients carefully 
on this subject, advising them to take 
out coverage. He said that life insur- 
ance has a great value as an accessory 
and additional safeguard for conting- 
ency. Royal Allen, secretary of the In- 
surance Federation of Illinois, was an- 
other speaker at the luncheon meeting, 
making a plea for life insurance mem- 
bership in the federation. - 

John H. Dingle of Bokum & Dingle, 
general agents in Chicago for the Massa- 
chusetts Mutual, was elected vice-presi- 
dent of the association to succeed W. J. 
Arnette, who is going with the Volunteer 
State Life as vice-president. 8. C. Wood- 
ard, general agent of the National Life 
of Vermont in Chicago, was elected a 
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MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the heanne lead 
service. Our agents interview interest: 


ho have wri he Head 
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Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 











“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 


appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES °8.T. Bidg.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 

















MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE .. 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








member of the executive committee to 
succeed Mr. Arnette in that position. 


* * * 


Davenport, Ia.—The Davenport asso- 
ciation has drawn up plans for a sales 
W. E. 


congress, to be held Jan. 24-25. 
Bilheimer, agency counsellor for the 
Franklin Life at St. Louis, has been 


secured to direct the two-day session. 
Mr. Bilheimer has staged several suc- 
cessful sales congresses and is an orator 


of ability. The congress headquarters 
will be at the Blackhawk hotel at 
Davenport. 


The December meeting was held last 
Saturday, Secretary Sigmund of the 
Cedar Rapids association being present 
and expressing his appreciation for the 
work done by the Davenport association. 
Another speaker was Dugal Cree of the 
Chicago agency of the Equitable Life of 
New York, who gave an inspirational 
talk on “Selling Methods,” explaining a 
chart which he has devised. 


* * * 


Omaha, Neb.—The first meeting of the 
newly organized executives’ division of 
the Omaha association was held last 
week. A. B, Olson, general agent at 
Omaha for the Bankers Life of Lincoln, 
was elected chairman of the division. He 
is to serve until June when regular elec- 
tion of officers will be held. 


* * * 


Madison, Wis.—Banks and life insur- 
ance companies may cooperate for the 
benefit of both types of business, Joseph 
H. Moser, of the Marshall-Illsley bank, 
Milwaukee, told Madison life insurance 
agents and bankers Thursday night. 

“We have advocated savings accounts 
as a method of paying life insurance pre- 
miums,” Mr. Moser said. “For the past 
four years we have published: advertise- 
ments in the Milwaukee papers calling 
attention to the benefits to be derived 
through insurance. Our advertisements 
have been used by insurance companies 
to show prospects that if banks ap- 
prove of insurance it must be good.” 

A short talk was given by Sol Levitan, 
state treasurer. 

Mr. Levitan stated that he personally 
carried $100,000 in life contracts and was 
highly aware of the value of life insur- 
ance in attaining success. O. H. John- 
son, state fire marshal and deputy com- 
missioner, also endorsed the move. He 
extended to the life underwriters the 
good will and desire for cooperation of 
the state insurance department in be- 
half of W. Stanley Smith, Wisconsin 
commissioner, who was in New York at- 
tending the Insurance Commissioners 
Convention. F. H. Scofield, well known 
life underwriter of La Crosse, Wis., was 
present and made a short talk. 

x * * 

Ft. Dodge, Ia.—The Ft. Dodge Associ- 
ation held its monthly program meeting 
Saturday. Ben P. Larson, cashier of the 
Security Trust & Savings Bank gave a 
very interesting address on credits, and 
outlined the similarity of banking and 
life insurance. He said the banker 
places emphasis on the three “C’s” in 
dealing with the individual. THe first 
“C” is character, which is carefully 
scrutinized and studied. The second “C” 
is capacity, which indicates his ability to 
repay, and the last “C” is credit which 
is based upon the first and the second 
“C's.” Mr. Larson showed how the 
credit system is based on the foregoing, 
and when the credit of.a nation or indi- 
vidual is impaired, it brings about a con- 
dition of contraction and stringency. 

A general discussion followed. It was 
the expression that life insurance is a 
strong thread in the fabric of credit 
and has often guarded and made pay- 
ment of debts in case the debtor were 
cut off. Many instances were cited 
where the life insurance policies took 
care of the assured’s obligations, and the 
family with the passing of the bread 
winner. 

*x* * * 

Cincinnati, 0.—The speaker before the 
December meeting of the Cincinnati as- 
sociation last week was T. J. Davis of 
the First National Bank, who spoke on 
“The Function of Life Insurance as a 
Credit Stabilizer.” A number of mem- 
bers of the Cincinnati Credit Men’s As- 
sociation were present. Mr. Davis said 
that nowadays most banks are inter- 
ested in the amount of life insurance 
carried on a business executive. He 
said: “When a man comes in and asks 
for a big loan the banks want to know 
what provision he has made in the 
event of his death. If such a man should 
die his death would have a large effect 
upon the company he headed. A suffi- 


guard against any great unsettlement in 
the affairs of the firm, and the banks 
are interested in this particularly.” 


TAX PLAN IS APPROVED 
BY LIFE PRESIDENTS 
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tory of the life insurance business, the 
gathering of the association this year 
was peculiarly so, the excellence of the 
program and the high character of the 
different speakers fully justifying the 
exceptionally large attendance, which so 


congested the convention hall that addi- 


tional space had to be secured. 

President Duffield of the Prudential, 
although one of the youngest, if not the 
youngest man, ever honored with the 
chairmanship of the association, acquit- 
ted himself most creditably, his introduc- 
tory remarks and method of handling 
the proceedings generally eliciting the 
warmest commendation. 

Save only that Henry C. Wallace, 
secretary of agriculture, was unable to 
be present, being detained in Washing- 
ton on official business, the program of 
the association was fully carried out, 
all other speakers being on hand, and 
each delivering a message of high im- 
portance. 


Fishback’s Attitude Gratifying 


Members of the organization heard 
with particular pleasure the statement 
by H. O. Fishback, insurance commis- 
sioner of Washington and president of 
the National Convention of Insurance 
Commissioners, that he was unalterably 
opposed to the enactment of new legis- 
lation for the correction of situations 
that might easily be remedied through 
a frank conference between the parties 
at interest, and his advocacy of the 
appointment by the association “of a 
representative in each state, presumably 
a good attorney who is always ready 
to meet the supervising official of the 
insurance department and both of them 
lay their cards on the table and fairly 
and plainly discuss all matters of gen- 
eral interest, both to the public and to 
the companies.” In advocating such a 
course, Mr. Fishback was _ speaking 
“from actual experience with companies 
writing other lines of insurance where 
this plan has been in operation in my 
state for the past few years.” Contin- 
uing, Mr. Fishback averred that “in- 
surance legislation is always fraught 
with great danger and should be re- 
sorted to only when other means of 
accomplishing a desired end have 
proven futile.” 

The annual gatherings of the Asso- 
ciation of Life Insurance Presidents 
serve a two-fold purpose: They enable 
life underwriters to hear from men of 
high standing in various walks of life, 
and again serve as an occasion for com- 
pany executives to meet informally and 
to discuss in a friendly way their com- 
mon problems. Either result would 
fully justify the existence of the organ- 
ization; together they explain the con- 
tinued growth of the body and the 
enthusiastic support given it by its mem- 
bership. 


AGENCY MANAGERS ARE 
CALLED THE “KEY MEN”’ 
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year of life insurance production is now 
coming to a close, with a total of new 
business beyond all expectations, the 
home offices cannot afford-to sit back in 
complete satisfaction. The agency ranks 
are not yet what they should be. It is 
still true that a very small minority of 
the agents are writing a great majority 
of the business. When the field forces 
of life companies are built to a maxi- 
mum of efficiency, the present totals of 
new business will probabiy appear 
small. 


Selection of First Importance 


Mr. Westfall said that the matter of 
selection of agents by the agency man- 








cient amount of life insurance would 














ager is one of the important problems 








in life underwriting. He said that every 
time a prospect is interviewed by a 
poor salesman, his resistance to insur- 
ance increases and the probability be- 
comes less of his buying insurance even 
from the good salesmen who follow. If 
there are ten poor salesmen in an agency 
who make one bad contact on each of 
300 vrorking days in a year, there will 
be at the end of the year 3,000 people 
in a given territory more opposed to 
insurance than they were at the begin- 
ning. Mr. Westfall thus suggested that 
a reduced number of good agents was 
preferable to a large number of average 
or poor agents. He gave as another rea- 
son for the careful selection of sales- 
men the fact that “like attracts like.” 
He said that an organization of success- 
ful field men will attract more successful 
field men. Mr. Westfall said no manager 
can be expected to be infallible in his 
judgment as to which men will succeed 
as life salesmen and which will not, but 
every manager can be expected to take 
account and squeeze the ranks of the 
unsuccessful men and those who are 
certain not to develop into successful 
salesmen. 
Training a Big Factor 





















































































As for the training of the salesmen, 
Mr. Westfall said the day of letting the 
new man “sink or swim” and “learn by 
doing” has passed forever. Effective 
training is now necessary and one of the 
big responsibilities of the agency man- 
ager. Mr. Westfall said that it is not 
necessary for the agency manager to 
conduct a school, if he does not desire, 
but it is necessary for him to inaugu- 
rate some definite program of training 
his agents, equipping them with the 
proper information and guiding them 
in the right channel in their new work, 
If the agency force is trained to sell 
insurance properly, the problems con- 
nected with the conservation of business 
will be largely solved. 


Must Maintain Supervision 


Mr. Westfall said also that no matter 
how efficient the training program de- 
veloped in an agency may be, the ad- 
vantages will be largely nullified if the 
work of training is not followed up by 
careful supervision on the part of the 
inanager. A new agent may be well 
qualified and fairly trained for the work 
of selling, but unless his early efforts 
are carefully supervised, he may become 
discouraged and lose his pace. The 
agency manager’s duty is to be con- 
stantly on the alert and check up as to 
the results and morale of his new agents 
and also the old agents. Mr. Westfall 
suggested that all agents undergo peri- 
ods of discouragement during which 
there is a danger of complete demorali- 
zation as to future success. Successful 
supervision on the part of the agency 
manager will largely eliminate this ang 
in such cases when it does arise, wi 
successfully bring the agents through 
to better times. 


Loupe Case Is Cleared 


DETROIT, MICH., Dec. 11.—Thé 
arrest of Walter Loupe, former district 
agent for the Farmers Life of Denver at 
Grand Junction, Colo., in this city thi 
week has brought to a close a six-week 
search for him by those involved .in 
insurance claims for $42,000. Loupe caf 
ried $21,000 in life insurance in # 
Farmers, on which the double indemnity 
clause was written and reinsured in thé 
Zurich, thus involving $42,000. He 
reported killed when his automobile 
found in the Colorado river and ck 
on the policy was filed by his widow 
Loupe, a former pastor, had been distritt 
agent for the Farmers for six years, 0 
he had not made a success of the bust 
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ness and his accounts upon his disap 
pearance were short $3,500. It is on ti 
that an embezzlement charge was 
and on this charge that he is being 2 
by the police and returned to Colo! 
for trial. On his arrest, Loupe claim 
to be a victim of amnesia and claim 
know nothing of the entire affair. 
case as a whole is very similar to¥ 
Sailstad case, which was cleared 
week. 
















